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FIT ONE STANDARD BORING 


a 4 


: 


Now all of these Dexter lock lines can 

we CET SOONS be installed in one standard boring. 
| Even the entrance handle sets fit the 

same holes. And what's more, Dexter 

locks are installed with our special 


installation tools to achieve a perfect 
boring in a fraction of the time nor- 
GIRDER LOCKS ' 

} mally required. Installation cost is 
cut to a minimum. That's one reason 
so many contractors specify Dexter 
Lifetime Locks. They know that 
Dexter materials and workmanship 


s PIN TUMBLER AUXILIARY LOCKS are unmatched, that every lock is 
; guaranteed for the life of the build- 
ae ing . . . and that no lock installs 


faster than a Dexter. 


DISC TUMBLER AUXILIARY LOCKS 


Mia a Ye This standard boring is 
{ inna Maayan easily made with Dexter 
whisked; hte: installation tools. Holes 

oe are perfectly aligned by 
bit guide—standardized 


face plates and strikes 
ENTRANCE HANDLE LOCKS it 1: = go on fas), to. aa 
5 Dexter marking tool, 


T hd A EXTER INDUSTRIES, INC. Grand Ropids, Michigan 


In Canada: Dexter Lock Conada Lid., Guelph, Ontorio 
In Mexico: Dexter Locks, Plota Elegante, S.A. de C.V 


Mexico City 





AP Bulletin... 


TO WIDE-AWAKE DISTRIBUTORS 


American Polyglas now offers its 
complete line of Polyglas and Translux 
paneling to qualified distributors. 

This is an outstanding opportunity to 
increase your value to your dealers 

by handling the superior quality, better- 
surfaced fibreglas reinforced 

panel that is being used extensively in 
new construction, modernization — 

in home, commerce, industry. 





a 


Complete Follow-Thru —AP follows the job 
straight thru — from laboratory to market shelf 
Colerful brochures illustrate unlimited use 


and installation details for these panels 


for patios, partitions, pools, awnings, etc. 


Complete Showroom in a Few Feet = I 


“Display-o-rama 


Custom Service — Plant capacity 


to m i special run quantitie in pecial 


and flexibility 


permit u 
sizes and colors. Can fill orders of 10,000 sq. ft 


or more on short notice 


2 Adee 
“Acres” of Plant 


Superior qua 


1 ¢o oF 

1 pa 
Dealera If at present the 7 area, we will fill 
quantities of 1,000 aq. ft 


Send for bi-monthly st 


Complete Line~American Polygias and Translux AMERICAN P OLYGLAS CORP. 


vide assortment Thirteenth Street, Carlstadt, New Jersey. WEbster 9-0407 
“Tranalux”’ and “Polyglas” Flat and 


} 


panels are available ina v 
of stock sizes, shapes, thicknesses, weights, Manufacturers of 
colors, for all types of application Corrugated Fibreglas Reinforced Panels 
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...the plywood panel that combines 
both line and texture 


Encompassing all the popular features of regular Texture One- 
Eleven, Brushed One-Eleven has a deep etched surface display 


ing a rippled 3-d grain effect. 


Brushed One-Eleven is used for smart, modern, vertical siding 
and for interesting accents on gable ends and 
carports, Equally effective for center-interest 
walls in homes, schools and offices... for 
store fronts, displays and fixtures. Brushed 

One-Eleven is split-proof, punc 
ture-proof. It's a dependable 
grade-trademarked exterior fir 
plywood (EXT-DFPA) made 
with 100% waterproof glue. Can 
be supplied with groovings of 
most any width desired including 
random grooving which resem 
bles random planking. 


ORDER NOW from your nearest 
ROSEBURG JOBBER 
or wholesaler 


P. O. Box 1091 
ROSEBURG, OREGON 
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Texture One-Eleven 
Most popular new plywood ex 
terior siding in the nation. 8, 
10 and 12 ft. lengths, 48, 32 
and 16 inch widths. In great 
demand so order today! 





Brushed-Wood Plywood 


One of the most beautiful pnd 
decorative plywoods ever de 
veloped. 100% clear panel 
faces with Roseburg's Quality 
Deep-etch’ manufacturing 





Crezon Plywood 
A permanent, protective over 
lay is fused to exterior plywood 
producing a satin smooth sur 
face. Ideal for cabinets, siding, 
signs, boat hulls, ete 





Roseburg Lumber 

Cut from the nation's largest 
stand of virgin timber, Rose 
burg Quolity lumber is 100% 
kiln dried and end stamped, 
excepting plank and timbers 
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the TOUGH vapor barrier jobs 


g0 to ROTBAR NO. 5 


ROTBAR NO. 5: TOUGH, STRONG, 





WATERPROOF, GLASS-REINFORCED 
PAPER MEETS ALL VA, FHA REQUIREMENTS 


FOR SLAB AND CRAWL SPACE 


APPLICATIONS. 


A 


Across the nation dealers say Glas-Kraft 
ROTBAR NO. 5 has No. 1 Acceptance from 
Architects, Builders, Contractors and Home 
Owners. ROTBAR NO. 5 is not a stretchy 
delicate plastic film. It was built for the job 
the rugged jobs. It's strong, tough, light, 
waterproof, easy to handle, hard to tear, 


difficult to puncture. 


Call the Glas-Kraft Distributor in 
your area now for samples, prices and 
iterature, or write 


Graphic proof of ROTBAR's 
high resistance to tears and 
punctures! Concrete slab being 
poured on ROTBAR NO. 5 
membrane, laid directly over 
sharp, coarse aggregate base. 
Waterproof construction and 
insulating properties of ROTBAR 
add extra value. 


Here's why you too should stock and sell Glas-Kraft ROTBAR NO. 5: 


DURABILITY ROTBAR NO. 5 Glas-Kraft has amazing all-directional 
strength, high resistance to tears and punctures. Miles of non-deteriorat- 
ing glass fibres are bonded between chemically treated layers, under 
heat and pressure. 

Your customer saves twice: when he buys and when he 
with 18” to 96” wide rolls or lapped blankets up to 26’ wide. 


ECONOMY 
installs 
These mean easier handling, fewer man-hours on the job. 

ROTBAR NO. 5 Glas-Kraft fully meets VA and FHA 


55 requirements. It was specifically designed 


ACCEPTABILITY 
MPR Revisions #51 and 
and tested for longer, better protection against moisture and soil bacteria. 


GLAS-KRAFT 


em we 2 & Beek FT SD 
LONSDALE, RHODE ISLAND 


TRADEMARK 
REGISTERED 
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LATE AND IMPORTANT Developments of the Industry 


Estimate record $44.5 billion for construction. 


Despite a slump in private home building, the government estimates 1956 
construction will weigh in with a record $44.5 billion, up 4% from last year. 
Public spending is mainly credited for the increase. 

Private housing starts, they say, will be down 12% this year. And while 
it's generally agreed that houses being built are larger, the dollar forecast is 
now $13.8 billion--an 8% drop from $15 billion last year. That's a healthy $1.2 
billion less for private homes. 

Downward revisions for the rest of 1956, by the Labor and Commerce Depts. 
are now being made because they feel funds for long term, low down-payment 
mortgages will continue to be scarce. 











Home building needs coordinated promotion. 


Declines in home sales do not indicate that the market is now saturated, or 
that the potential buyers cannot afford new homes. Look at these figures. In 
April, payrolls rose 4.5%, personal incomes increased 5.3% and production was up 
3.6%. In the same month, construction of homes slid 9.9% from the same month 
last year. 

Three reasons are given for slack house sales--one, that people are paying 
off installment debts, two, that many people are buying older, larger homes and 
that, three, high down payments have reduced potential buyers. We think you 
will agree that the third item is the most important. 

Private home building is just not selling itself to the country. As things 
now stand the builder, dealer, banker and the like are all going their separate 
ways, when it comes to promoting housing. And they are just not doing a good 


enough job. 


Wanted: a square deal for private home building. 


Danger signs in Washington in recent weeks illustrate why we believe a "Bet- 
ter Housing Council," call it what you will, is needed. Politicians seemingly 
have decided that FHA and VA loans will remain pegged at an unrealistic 44% 
interest, come what may. They continue to actually condone widespread, illegal 
discounting on loans. No one even suggests a flexible interest rate tied to 
market conditions. And again the Senate passes a proposal for 510,000 public 
housing units with the House fairly warm to a lower, but still high figure. 

Organized pressure is something nobody likes, but it seems necessary for 
action in these times. As things now stand private house building does not have 
a unified, strong voice telling its story to the government and the nation. 

Let's work with people if such a plan could be carried out. It's perfect 
nonsense to see builders and dealers pleading their case in Washington with the 
potential house customer trussed up in the back room. We think congressmen 
would sing a different tune with several million consumers on their back. 




















Strong market for building materials. 


Few weak Spots are reported on the building materials market. Cement is 
Still on the strong side and the new highway program is expected to keep the 
item in short supply. Gypsum products are less tight, especially in areas 
where new capacity is coming into play. There are still spotty shortages on 
glass, steel and aluminum. 

Acoustical materials of all kinds are selling especially well, keeping mills 
at near capacity. The products are being used much more extensively on resi-~ 
dential jobs and for home remodeling. The story is much the same on insulation. 
Hardware supply is pretty much in balance with supply and demand. 

The lumber market appears steady, but it does not seem to be sharing the 
growth trend detected in building materials as a whole. Prices for almost all 
building products are firm, but we expect some price cutting as vastly expanded 
plants begin production in the late fal] and through 1957. 











(News continued on next page) 
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May Starts Below ‘55 


The trend of new privately owned 
housing starts in May was about the 
same as in preceding months, the 
Labor Department announced. Build- 
ers started construction on 107,000 
privately owned housing units in May. 
On a seasonally adjusted basis, this 
represented an annual rate of 1.1 
million unites 

May’s housing starts compared with 
105,000 units started in April and 
130,000 in May of last year. The an- 
nual rate at this time last year was 
1,598,000 units 


Lumber Dealers Increase 
The 1954 Census of Business con- 
ducted by the Bureau of the Census 
reports that there are now 380,177 
lumber and building materials dealers 
In 1948 there were but 25,978 retailers 
in this industry 
Comparing sales in 1954 and 1948 
the Bureau of the Census said that 
total volume increased 26.9% for 
building materials dealers over the 
eight-year period. Hardware store 
sales in 1954 were $2.7 billion, but 
volume was only up 8.1% from 1948. 
Department stores showed only a 
11.9° inerease over 1948, r 


Faster Glass Deliveries 


New shipping schedules on Thermo- 
pane insulating glass greatly reduc 
ing the time from receipt of order to 
delivery, have been announced by 
Libbey-Owens-Ford Glass Co. Ther 
mopane is now on a 60-day maximum 
shipping schedule and sheet glass has 
been reduced to a 35 day schedule 
Some standard sizes sheet glass Ther 
mopane units are now put into pro 
duction the same day orders are 
received at the factory. 


Profile of Title 1 


Norman P, Mason, Federal Housing 
Commissioner, says the typical Title 
1 loan in 1955 was for $464 with a 
$14.88 monthly payment spread over 
three years, Insulation accounted for 
18% of the loans, but the average 
job was only $361, 10% of the total 
dollar volume 

The next largest number, 17%, was 
for structural alterations and repairs, 
which accounted for one of every 
four dollars borrowed. Other figures 
heating, 15%; plumbing, 9%; roofing, 
A) 
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NEWS in BRIEF 


Lumber in First Quarter 


Demand for lumber exceeded pro- 
duction during the first quarter of 
1956, according to the report of the 
Lumber Survey Committee to the Sec- 
retary of Commerce. In spite of ad- 
verse weather conditions, mills pro- 
duced an estimated 8,929 million board 
feet, a decline of only 2% from the 
corresponding 1955 period. 


Housing Slump by Cities 

In general, the cities, which have 
had a housing boom for the last two 
or three years are undergoing the 
most severe sales slump on new 
homes. Where housing has stayed on 
an even keel—and in many small 
towns—new homes are still selling 
well. 

Many a Texas city has been having 
sales trouble. Dallas and Houston are 
now working off their unsold homes. 
In other Texas cities—San Antonio, 
Corpus Christi, for example, there 
are plenty of completed homes on 
hand, On the west coast, especially, 
parts of the Los Angeles area, are 
having trouble. Houses are moving 
well in Detroit, Chicago and Cleve- 
land, among other places—but the 
market looks soft in Washington, 
D.C., Memphis, Oklahoma City and 
much of Florida. 


FIRST DETAILS OF 


Breakfast workshop sessions and 
action-clinics later in the morning and 
afternoon have been planned for the 
1956 exposition of the National Re- 
tail Lumber Dealers Association at 
the International Amphitheatre in 
Chicago, December 10-13. 

The management workshop sessions 
will begin at 8 am and end at 10 am 
at the Hilton hotel. The schedule calls 
for sessions on OHI, installment sell- 
ing, profitable kitchen remodeling, the 
management side of merchandising 
and other live subjects. Hours at the 
exposition will be 10 am to 5 pm. 

At the Amphitheatre, dealers will 
see the 35x90’ Profit-maker Showroom 
planned by American Lumberman, 
which will demonstrate the latest dis- 


Keep Gi Loan Program 


The National Association of Home 
Builders has urged Congress to ex- 
tend the GI home loan program for 
World War II veterans, until such a 
time as a new “single mortgage fi- 
nancing system” can be provided for 
veterans and non-veterans alike 
NAHB is supporting the single 
nancing system, with down payments 
falling somewhere between present 
FHA and the VA requirements. The 
GI bill would not be allowed to expire 
pending such a program. A bill has 
been introduced which is along NAHB 
thinking, but few observers feel it 
will pass at this session of Congress. 


More Mass Housing 

George W. Greenwood, president, 
National Savings & Loan League, 
says, “there is some tendency to pre- 
fer financing more expensive homes 
and to ignore the mass demand for 
homes among workers and their fam- 
ilies.” Greenwood declares, “we have 
some 30 million families earning less 
than $6,000 annually. say we need 
quantity production of quality homes 
and that savings associations should 
finance them. We should rely more on 
our ingenuity, aggressiveness and 
judgment and less on government 
regulations and assistance.” 


NRLDA EXPOSITION 


play techniques. One of the unique 
features of the store will be the strik- 
ing home planning center with all 
basic building materials close by for 
easy customer selection. 

Other clinics will be on materials 
handling, component house parts and 
power tools. Present plans also call 
for a model warehouse of pole con- 
struction with merchandise properly 
banded and stacked for top efficiency. 
The fee will be $15 for the exposition 
if a dealer wishes to attend workshops 
and clinics over the four-day period. 
There will be a $5 daily registration 
fee for dealer employes, architects, 
bankers, contractors, relators and 
educators, 
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euch immediate and widespread 


a mew lockset? The answer is 


6 


simple. NN other lockset in the low price 
field offers you so much . 


New Lockwood ‘R' Series 
(STARFIRE DESIGN) 


Decorative Trim Plate 
(No. 574 51a" « 5A") 


Lockwood SPEEDRIL 





HIGHEST QUALITY AT LOW COST 

Solid brass, 5-pin cumbler cy! ler, all ste 
mechanism; §” backset if d j 

tandard ), all functior 

ADDED EYE-APPEAL 

Beautiful decorative trim plate wrougl rass, bronze 
or aluminum enhar t ity he lockset 


PRECISION INSTALLATION 
Lock wood Speed: | fools cody. Make 


} 
light work out of hard labor it tallat 


LOCKWOOD HARDWARE MPG. CO. 
Fitchburg, Mase. 


New LOCKWOOD 
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Builders reorder Lupton Aluminum Windows, Lupton’s sales records 
prove it. And, here are some of the reasons why: (1) smart 
appearance, (2) “‘no-painting” aluminum, (3) rugged construction, 
(4) sound design based on fifty years’ manufacturing experience. 
Get The easy operation and snug fit of Lupton Windows are lifetime 


advantages that give them tremendous buyer appeal. 


Repeat Variety is another good reason for stocking Lupton. You'll be able 

to fill practically any call you get. There's a choice of casements and 

Orders oo projected windows in steel and aluminum. And, here's a sales point 
the smaller sizes in projected windows are becoming more and more 
Sell Lupton popular for residential construction. Then in aluminum only, you 
can offer jalousie, ranch and double-hung windows. All feature 

Aluminum Windows Lupton’s record of dependability a record that has been growing 


Double Hung for fifty years 


Casements Talk to your nearest Lupton Distributor or Representative, either will 
Ranch Type be glad to give you more information . . . prices, sizes, types and 
Projected delivery schedules. 


MICHAEL FLYNN MANUFACTURING COMPANY 
100 East Godfrey Avenue, Philadelphia 24, Penna 
Member of the Steel Window Institute and Aluminum Window Mfrs 


-LUPTON 


METAL WINDOWS } 


Jalouse s 


Picture Windows 





— 








\. 
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Where to Buy LUPTON Windows 


Partial List of LUPTON Distributors and Representatives 











Lupton Casement 
Steel or Aluminum 


ae 
-—_ 


Lupton Aluminum 
Double Hung Window 


OTHER 
LUPTON 
PRODUCTS 
INCLUDE: 
Lupton Ranch Windows 


Steel Architectural 
Projected Windows 


Steel Commercial 
Projected and 
Security Windows 


Windows for 
glass block walls 


Basement and 
Utility Windows 


ALABAMA 
Birmingham 1 
Virginia Steel Co., Inc. 


ARIZONA 
Phoenix 
Wholesalers Inc 


ARKANSAS 
Little Rock 
American Metal Window Co. 


CALIFORNIA 
National City 
Nalco Distributors 
Pasadena 
Lee and Daniel, Inc 
Stockton 
Michael Flynn Mfg. Co. 


DELAWARE 
Wilmington 
Jandy, Inc 


DISTRICT OF COLUMBIA 
Washington 11 
Cushwa Brick & Bidg. Sup. Co. 


FLORIDA 
Jacksonville 
George C. Griffin Co 
St. Petersburg 
Metal Building Products, Inc. 


GEORGIA 
Atlanta 1 
Henry Taylor & Son 


ILLINOIS 
Chicago 
W. L. Van Dame Company 


INDIANA 

Fort Wayne 
Moss Engineering Co 

indianapolis 
Barrison & Clark, Inc 


KANSAS 
Topeka & Wichita 


Bubb and Thomson Inc 


KENTUCKY 
Covington 
Tate Builders Supply Co., Inc 
Erianger 
Tate Builders Supply Co., 
Louisville 
John W. Bishop 


LOUISIANA 
Alexandria 
F. A. Flynn, Building Specialties 
New Orleans 
Favrot and Pierson 


Shreveport 


Inc 


American Metal Window Company 


MAINE 
Portland 
Metal Building Specialties Co 


MARYLAND 
Baltimore 3 
Maryland Stee! Products Co 


MASSACHUSETTS 
Arlington 74 
Boston Screen & Sash Co 


MICHIGAN 
Detroit 
The Clyde Bickel Co 
Grand Rapids 7 
Steele Bros. & Todd 


MINNESOTA 
Minneapolis 
James C. Nystrom 


MISSISSIPPI 
W. Jackson 
C. A. Moorer 


NEBRASKA 
Omaha 
Paxton and Vier ng Steel Co. 


NEW JERSEY 
Atlantic City 
Twin Glass Co 
Newark 
Fireproof Products Co., Inc. 


NEW YORK 
Elmira 
LeValley Mcleod, Inc. 
Farmingdale 
Karpen Stee! Products Co. 
New York 54 
Fireproof Products Co., 


Syracuse 
Builders Supply Co 


Inc. 


Universal 


NORTH CAROLINA 
Charlotte 
R. J. Lock Stee! Products Corp 


OHIO 
Cleveland 
Moore & Giass, Inc 
Columbus 
Howard 5. Sterner Co 
Toledo 12 
Mayfair Lumber & Supply Co 
Youngstown 
Abhav Bidg. Spec. Co 


OKLAHOMA 
Oklahoma City 
Allied Hardware & Supply 
Tulsa 
Allied Hardware & Supply Co 


OREGON 
Portiand 10 


Mercer Stee! Co., Inc 


PENNSYLVANIA 
Allentown 
United Materials Co 
Bellefonte 
M. L. Claster & Sons, Inc 


Co 


PENNSYLVANIA (cont.) 
Du Bois 
H. Shakespeare & Sons 
Horrisburg 
C. H. Hershock, Inc. 
Loncaster 
Charles E. Johnson 
New Castle 
Fleming Stee! Co. 
Pen Argyl 
Orrin E. Palmer 
Philadelphia 
Peirce-Phelps inc. 
Pittsburgh 
Tom Brown, Ine, 
Reading 
Berks Building Block Corp, 
Scranton 2 
Anthracite Bridge Co. 
Turbotville 
Turbotville Block Co., Inc, 
Wilkes-Barre 
William H. Pierce 
York 
Atlas Manufacturing Co. 
Glen Gery Shale Brick Corp, 


RHODE ISLAND 
Providence 
Genera! Building Products Co, 


SOUTH CAROLINA 
Columbia 
Kline tron & Metal Co 


TENNESSEE 
Knoxville 
Dealers Warehouse Corp, 
Nashville 


Volunteer Structures, Inc. 


TEXAS 

Dallas 

American Metal Window Co 
El Paso 

Electrical & Mechanica 


Houston 
Jim Lunsford Company 


UTAH 
Salt Lake City 
Buehner Block Co 


VIRGINIA 
Bristol 


Central Warehouse Corp 


Richmond 21 


Virginia Steel Co., Ine 


WEST VIRGINIA 
Charleston 28 
Fireproof Products Co 
Martinsburg 
Richard ®. Feller Co 


WISCONSIN 
West Allis 
Victory Steel Supply Co 


Supply Co, 











Philadelphia 24, Pa 


MICHAEL FLYNN MANUFACTURING COMPANY 


MAIN OFFICE AND PLANT 700 East Godfrey Ave., 


Sales Offices and Sales Representatives 
STOCKTON 


Warehouse and Sales 
1441 Fremont Street 
Stockton, Cal 


CINCINNATI 

De Sales Building 
1620 Madison Road 
Ohio 


KANSAS CITY 
Herb W. George 
9209 Cherry 


Kansas City 5, Mo 


LOS ANGELES 
Sales Office: 672 S. Lafayette Park Place (57) 


Warehouse: 2009 E. 25th Street 


Los Angeles, Cal 


‘LUPTON 


REG. U. BG. PAT 


METAL WINDOWS 
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MEW YORK 
51 East 42nd Street 
Cincinefati 6 


New York 17, N.Y. 
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NEWS in BRIEF 


(begins on page 8) 


Chicago OHI Score 


Operation Home Improvement offi 
cials at Chieago report that about 
1500 homes and 2,200 apartments 
more than usual have been remodeled 
o far this year. They also say that 
consumer purchases of building mate 
rials are up 22% from the same period 
in 1955 


New York Home Show 


Union make-work tactics largely 
oured the first New York home show 
held in the new Coliseum. Teamsters 
paraded around the building, stopping 
and insisting that they haul 
part of 


deliveries 
and deliver every item to be 
an exhibit, however small 

Carpenters and stagehands had a 
jurisdictional dispute over who was to 
et up exhibits, It grew so involved 
that the stagehands were following 
the carpenters around, taking down 
the things which had just been put up. 
Cost of exhibiting at the show spi 
ralled overnight and at one time 42 
exhibitors announced they would quit 
the show if unions didn’t stop their 
make-work tactics. The show itself 
was not too successful. Many non- 
housing exhibitors were included with 
plenty of pitchmen in evidence. Four 
car manufacturers and lots of appli- 
manufacturers exhibited. Total 
about 500,000 


ance 
vate wa 


Lu-Re-Co Finance Plan 


Em-Me-Co Corporation, Milford, 
Ind., supplier and fabricator of Lu- 
Re-Co panels to lumber dealers in 
the midwest, has formed a separate 
corporation to raise mortgage funds 
for their customers. Under the plan 
lumber dealers would be placed in a 
competitive position with the pre-fab 
merchandiser. 


FHA and 2-4-1 Plywood 


The Federal Housing Administra- 
tion is preparing a bulletin notifying 
its regional offices of the conditions 
under which it will accept the new 
fir plywood combination underlay- 
ment-subfloor panel known as 2-4-1. 

The bulletin will be predicated on 
the use of 4 x 8’ panels with support- 
ing beams spaced at a maximum of 4’ 
on centers, face plies at right angles 
to the beams. End joints between the 
panels must be staggered over the 
beams and edges of the panels should 
be at right angles to the beams sup 
ported on a minimum of 2 x 4” block- 
ing toenailed to the beams with four 
10d nails at each end. The plywood 
is to be nailed at all bearings with 
10d common or &d ring-shank nails 
at maximum 6” centers 


Appliance Stores Lead 


Independent appliance stores are 
selling 72% of the new colored refrig- 
erators, according to a recent survey. 
Department stores may do much of 
the promotion but they accounted for 
only 4% of the sales. Other reveal 
ing data: contractors, 8%, furniture 
tores, 4% and hardware stores, 2% 


Reserves for Mortgages 

A new plan is gaining ground on 
capitol hill to relieve the shortage of 
mortgage funds in some areas by tap- 
ping the huge resources of govern- 
ment-held trust fund reserves. Total 
government trust fund reserves, are in 
the neighborhood of $50 billion. And 
another large trust fund, for the Fed- 
eral highway aid program, is in the 
offing. ’ ; 

The House Banking Committee, in 
reporting the 1956 housing bill, indi- 
cated that it wants to provide addi- 
tional amounts to support government- 
insured GI mortgages which have been 
selling at good-sized discounts in some 
areas. So it included in the housing 
bill a plan to divert reserve funds held 
by the U.S. Treasury, as trustee. 

Actually, the House committee is 
inching into the trust fund resources 
by proposing to use only 10% of the 
$5.3 billion held as National Service 
Life Insurance reserves. And the com- 
mittee says the plan should only be 
used for one year. Experts on the Hill 
say Congress is apparently reluctant 
to try to do anything directly to halt 
mortgage discounts. 


Double Coal Output by ‘75 

W. Kenneth Davis, the government's 
top atomic reactor expert, has told 
the National Coal Association that 
soft coal production will double by 
1975 despite the advent of nuclear 
power. He said demand for coal would 
run ahead of that for other fuels dur 
ing the next 20 years primarily be- 
cause of increased electrical genera- 
tion, an 80% boost in exports and the 
possibility of producing liquid fuels 
from coal 


POST-OHI ANNOUNCE FALL DEALER PROMOTION 


‘Potentially 
the largest OHI 
advertising sec 
tion ever to ap 
pear in any 
magazine will be 
published in the 
September 29, 
1956 issue of the 
Saturda u Eve 
ning Poat,” says 
John R. Dosche r, 
OHI executive di 
rector 

l'o help building materials dealers 
capitalize on the sales impact of the 
OHI section, which will be seen by 
1,700,000 families, Post officials plan: 

A theme for the Post advertising 
ection, which will urge homeowner: 
to “Be Wise Modernize 
Have Your Tomorrow To 
day.” 


PALL 
Home Improvement 


FAIR 


Home of 


Making available to dealers a 401 
piece merchandising kit to enable 
taving of a tie-in “Fall Home Im 
Fair” to run from Sep 

25 through October In ad 
dition to advertising and display 
material, the kit contains a plan-book, 
which specific instruc 
tion 


provement 
tember 2 


gives dealers 


Augmenting the Post-OH]I section 


12 


will be a mass-merchandising program 
including: advertising in trade jour 
nals; mailings to key association ex 
executives; tie-in plans for advertising 
and publicity in 11,000 weekly and 
daily newspapers; special Post news 
paper advertising and mailings of 
merchandising kits to lumber dealers 
and thousands of other dealers in the 
home improvement field 


Fall-Winter Send-off 


“We believe the OHI-Post spon 
sored advertising section plus the ad 
ditional mass merchandising program 
will turn likely prospects into active 
home improvement customers,” says 
Channing Way, manager, l’ost build 
ing products division. “By staging 
Fall Home Improvement Fairs, in 
dividual building materials dealers 
ean activate and hold on to a high 
level of profitable throughout 
the fall and winter. 


“Dealers in the home improvement 
field can capitalize best when families 
are reading the Post-OHI section,” 
says Way. “The September 29 issue 
will be in homes and on the news 
stands, September 25; and that is the 
day we suggest that dealers launch 
their own Fall Home Improvement 
Fairs.” 


Step-by-Step Book 


The instruction booklet included 
with the merchandising kit contains: 
theme ideas, and copy and layout in 
structions for newspaper advertising; 
a series of specific ideas to create a 
fair atmosphere in the showroom to 
increase store traffic; instructions on 
how to arrange window and showroom 
displays; and copy for radio and TV 
pot announcements. 

The Post display merchandising kits 
for dealers contain: one, Idea Plan- 
book; four, 12”x41” streamers; four, 
22”x27” posters; four, 11"x13%” pos- 
ters; 10”x11%” over-wire pennants 
carrying product brand names; 12, 
10”x10” sales posters and three news 
paper insignia mats. 

Building materials dealers who cur 
rently subscribe to the Post-NRLDA 
calendar will receive merchandising 
kits for the “Fall Home Improvement 
Fair” at no extra cost. Dealers who 
are subscribers and want additional 
kits and other dealers can order the 
merchandising kits now for delivery 
about September 10. Charge for each 
kit is $2.50. Write Channing Way, Jr., 
manayver, building products division, 
The Saturday Evening Post, Dept 
AL, Philadelphia, Penna. 
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INSTALLATION KIT | 


BORING JIG HOLE SAW 


STRIKE & LATCH 
MARKING TOOLS 


STANDARD & 5” BORING BIT 


BACKSET GUIDES 


Complete, Compact Schlage Installation 

Kit Subtracts Labor Time, Adds Lock Prospects 
Here’s a real sales plus. This rugged steel 

Schlage “carry-all,” complete with tool clip-holders, 
permits the builder to handle all Schlage wood-door 
installations on an assembly-line basis and don't 
overlook the new lock customers you can uncover by 
renting or loaning it to home-owners for 
modernization jobs or “do-it-yourself” projects 


For complete information on Schlage lock instal- 
lations, send for Installation Tool Book +625 Z-7 


BUILDING PropucTsS MERCHANDISER 


CONTINENTAL 


Quality-minded builders 


specify them because they know that today quality 
locks help sell homes. That's why builders have made 


Schlage’s Tulip lock and Imperial escutcheon 
combination a phenomenally successful sales leader 


since its introduction only a year ago 


Style-minded homeowners 


choose them because they want to make their entrances 
more individual and now with Schlage’s new Continental 
and Manhattan open-back escutcheons they can introduce 


a fashionable “Color Accent” to their doorway decor 


Budget-minded builders 
ANG MOMCOWNELS instati them because they 


welcome the modest cost of these distinctive Schlage 
lock designs. Schlage’s sure-fire combination of style 
lasting quality and modest cost is your sales opportunity 


to lock the entire home with Schlage ! 


Send for New Lock Fashions Brochure #651 Z-7 
For colorfully illustrated applications of 

Schlage residential lock and escutcheon designs, write 
today for this handsome 4-color, 12-page brochure 


SCHLAGE LOCK COMPANY 
SAN FRANCISCO * NEW YORK + VANCOUVER, ®. Cc 


Address all correspondence to San Francisco 


Circle No. 7 on Coupon, page 110. 





NEWS in BRIEF 


(begins on page 8) 


Chicago OHI Score 


Operation Home Improvement offi 
cials at Chieago report that about 
1500 homes and 2,200 apartments 
more than usual have been remodeled 
o far this year. They also say that 
consumer purchases of building mate 
rials are up 22% from the same period 
in 1955 


New York Home Show 


Union make-work tactics largely 
oured the first New York home show 
held in the new Coliseum. Teamsters 
paraded around the building, stopping 
deliveries and insisting that they haul 
and deliver every item to be part of 
an exhibit, however small. 

Carpenters and stagehands had a 
jurisdictional dispute over who was to 
et up exhibits. It grew so involved 
that the stagehands were following 
the carpenters around, taking down 
the things which had just been put up. 
Cost of exhibiting at the show spi 
ralled overnight and at one time 42 
exhibitors announced they would quit 
the show if unions didn’t stop their 
make-work tactics. The show itself 
was not too successful. Many non- 
housing exhibitors were included with 
plenty of pitehmen in evidence, Four 
manufacturers and lots of appli- 

manufacturers exhibited. Total 
gate was about 500,000 


eur 


ance 


Lu-Re-Co Finance Pian 


Em-Me-Co Corporation, Milford, 
Ind., supplier and fabricator of Lu- 
Re-Co panels to lumber dealers in 
the midwest, has formed a separate 
corporation to raise mortgage funds 
for their customers. Under the plan 
lumber dealers would be placed in a 
competitive position with the pre-fab 
merchandiser. 


FHA and 2-4-1 Plywood 


The Federal Housing Administra- 
tion is preparing a bulletin notifying 
its regional offices of the conditions 
under which it will accept the new 
fir plywood combination underlay- 
ment-subfloor panel known as 2-4-1. 

The bulletin will be predicated on 
the use of 4 x 8’ panels with support 
ing beams spaced at a maximum of 4’ 
on centers, face plies at right angles 
to the beams. End joints between the 
panels must be staggered over the 
beams and edges of the panels should 
be at right angles to the beams sup- 
ported on a minimum of 2 x 4” block- 
ing toenailed to the beams with four 
10d nails at each end. The plywood 
is to be nailed at all bearings with 
10d common or 8d ring-shank nail 
at maximum 6” centers 


Appliance Stores Lead 

Independent appliance are 
selling 72% of the new colored refrig 
erators, according to a recent survey 
Department stores may do much of 
the promotion but they accounted for 
only 4% of the sales. Other reveal 
ing data: contractors, 8%, furniture 
stores, 4% and hardware stores, 2% 


stores 


Reserves for Mortgages 


A new plan is gaining ground on 
capitol hill to relieve the shortage of 
mortgage funds in some areas by tap- 
ping the huge resources of govern- 
ment-held trust fund reserves. Total 
government trust fund reserves, are in 
the neighborhood of $50 billion. And 
another large trust fund, for the Fed 
eral highway aid program, is in the 
offing. ’ 

The House Banking Committee, in 
reporting the 1956 housing bill, indi- 
cated that it wants to provide addi- 
tional amounts to support government- 
insured GI mortgages which have been 
selling at good-sized discounts in some 
areas. So it included in the housing 
bill a plan to divert reserve funds held 
by the U.S. Treasury, as trustee. 

Actually, the House committee is 
inching into the trust fund resources 
by proposing to use only 10% of the 
$5.3 billion held as National Service 
Life Insurance reserves. And the com- 
mittee says the plan should only be 
used for one year. Experts on the Hill 
say Congress is apparently reluctant 
to try to do anything directly to halt 
mortgage discounts. 


Double Coal Output by '75 

W. Kenneth Davis, the government’s 
top atomic reactor expert, has told 
the National Coal Association that 
soft coal production will double by 
1975 despite the advent of nuclear 
power. He said demand for coal would 
run ahead of that for other fuels dur 
ing the next 20 years primarily be- 
cause of increased electrical genera- 
tion, an 80% boost in exports and the 
possibility of producing liquid fuels 


from coal 


POST-OHI ANNOUNCE FALL DEALER PROMOTION 


‘Potentially 
the largest OHI 
advertising sec 
tion ever to ap 
pear in any 
magazine will be 
published in the 
September 29, 
1056 issue of the 
Saturday Eve 
ning Poat,” says 
John R Dosche r, FALL 
OHI executive d Home Improvement 
rector FAIR 

To help building materials dealers 
capitalize on the sales impact of the 
OHI section, which will be seen by 
1,700,000 families, Post officials plan: 

A theme for Post advertising 
ection, which urge homeowners 
to “Be Wise Modernize 
Have Your Home of Tomorrow To 
day.” 

Making available to 
merchandising 
tayving of a tie-in 
provement Fair” to 


the 
will 


dealers a 401 
kit to enable 
“Fall Home Im 
run from Sep 
tember 25 through October. In ad 
dition to advertising and display 

kit contains a plan-book, 
specific instruc 


mate rial, the 
which gives 
tions 


dealers 


Augmenting the Post-OHI section 


12 


will be a mass-merchandising program 
including: advertising in trade jour 
nals; mailings to key association ex 
executives; tie-in plans for advertising 
and publicity in 11,000 weekly and 
daily newspapers; special Post news 
paper advertising and mailings of 
merchandising kits to lumber dealers 
and thousands of other dealers in the 
home improvement field 


Fall-Winter Send-off 


“We believe the OHI-Post spon 
sored advertising section plus the ad 
ditional mass merchandising program 
will turn likely prospects into active 
home improvement customers,” says 
Channing Way, manager, Post build 
ing products division. “By staging 
Fall Home Improvement Fairs, in 
dividual building materials dealers 
ean activate and hold on to a high 
level of profitable throughout 
the fall and winter 


“Dealers in the home improvement 
field can capitalize best when families 
are reading the Post-OHI section,” 
says Way. “The September 29 issue 
will be in homes and on the news 
stands, September 25; and that is the 
day we suggest that dealers launch 
their own Fall Home Improvement 
Fairs.” 


sales 


y 


Step-by-Step Book 


The instruction booklet included 
with the merchandising kit contains: 
theme ideas, and copy and layout in 
structions for newspaper advertising; 
a series of specific ideas to create a 
fair atmosphere in the showroom to 
increase store traffic; instructions on 
how to arrange window and showroom 
displays; and copy for radio and TV 
pot announcements. 

The Post display merchandising kits 
for dealers contain: one, Idea Plan- 
book; four, 12”x41” streamers; four, 
22”x27” posters; four, 11"x13%” pos- 
ters; 10”x11%” over-wire pennants 
carrying product brand names; 12, 
10”x10” sales posters and three news 
paper insignia mats 

Building materials dealers who cur 
rently subscribe to the Post-NRLDA 
calendar will receive merchandising 
kits for the “Fall Home Improvement 
Fair” at no extra Dealers who 
subscribers and additional 
kits and other dealers can order the 
merchandising kits now for delivery 
about September 10. Charge for each 
kit is $2.50. Write Channing Way, Jr., 
manager, building products division, 
The Evening Post, Dept 
AL, Philadelphia, Penna. 
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INSTALLATION KIT 


BORING JIG HOLE SAW 


STRIKE & LATCH 
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STANDARD & 5” BORING BIT 


BACKSET GUIDES 
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Complete, Compact Schlage Installation 

Kit Subtracts Labor Time, Adds Lock Prospects 
Here’s a real sales plus. This rugged steel 

Schlage “carry-all,” complete with tool clip-holders, 
permits the builder to handle all Schlage wood-door 
installations on an assembly-line basis and don't 
overlook the new lock customers you can uncover by 
renting or loaning it to home-owners for 
modernization jobs or “do-it-yourself” projects 


For complete information on Schlage lock instal- 
lations, send for Installation Tool Book +625 Z-7 


BUILDING Propucts MERCHANDISER 


CONTINENTAL 


Quality-minded builders 


specify them because they know that today quality 
locks help sell homes. That's why builders have made 
Schlage’s Tulip lock and Imperial escutcheon 


combination a phenomenally successful sales leader 


since its introduction only a year ago 


Style-minded homeowners 


choose them because they want to make their entrances 
more individual and now with Schlage’s new Continental 
and Manhattan open-back escutcheons they can introduce 


a fashionable “Color Accent” to their doorway decor 


Budget-minded builders 
ANG NOMEOWNETS insta them because they 


welcome the modest cost of these distinctive Schlage 
lock designs. Schlage’s sure-fire combination of style 
lasting quality and modest cost is your sales opportunity 


to lock the entire home with Schlage! 


Send for New Lock Fashions Brochure +651 Z-7 
For colorfully illustrated applications of 

Schlage residential lock and escutcheon designs, writs 
today for this handsome 4-color, 12-page brochure 


SCHLAGE LOCK COMPANY 
SAN FRANCISCO + NEW YORK » VANCOUVER, ®. c 


Address all correspondence to San Francisco 


Circle No. 7 on Coupon, page 110. 





The “Original” CALKING LOAD 


Dressed up ina 


BRIGHT VEW LABEL! 


Here's the fastest way to calk cracks around windows and 
doors. M-D SPEED LOADS are available in Off-White or 
Pure White Color. Also available with or without Plastic 
Nozzle. Off-White Load shipped without nozzle unless 
specified. Meets Federal Speciflcations TT-C-598 
(Grade 1). 








LOADS 
TO 
CARTON 


Packed 10 SPEED LOADS to a carton or in 
cases of 40 loads. 


CG-4 SPEED LOADER 


roy ale wine? ne’ works with all types of 
cartridge loads. 


Q, 7 
’ o 
I» Pt) i a 


Q 


CG-3 STANDARD for bulk 
or loads. Furnished with 
% nozzle. 


ea 
MACKLANBURG-DUNCAN ©9: tr 


ie 
OKLAHOMA CITY 1, OoKLAH 





HAND SQUEEZE TUBES 
for small jobs 


No gun needed. Simply remove cap from built- 
in nozzle, fasten key over crimped end, turn 
key and start calking. Here's a fast-moving item 
for over-the-counter sales. Packed 12 tubes in 
a handsome “'Silent Salesman"’ display carton 
that can be quickly set up on your counter. 


Mc (ALK CALKING COMPOUND 
in Bulk—Knife or Gun Grade 


Off-White Color available in knife grade or 
gun grade. Pure White Color available in gun 
grade only. Off-White shipped unless White 
specified. Gun grade meets Federal Specifica- 
tions No. TI-C-598 (Grade 1). Available in 
Y, pt., pt., at., gallon, 5 gal. and 55 gals. 


MWNu-Glaze GLAZING COMPOUND 
Always stays ‘’PUT"’ 

Here's the perfect material for glazing wood or 

metal sash, replacing pulty, setting plumbing, 

filling cracks, boatwork of all kinds. Clean to 

handle, easy to use. Will not dry out, harden, 


crack or peel. Available in 2pt., pt. and at. 
cans; 25, 50, 100, 880 Ib. drums. 


NuPhalt PLASsTic 
ASPHALT CEMENT for all jobs! 


Ideal for sticking down asphalt shingles and 
floor tiles . . . for use on roofs, chimneys, 
flashings. Packed 10 loads to a carton... 
with or without plastic nozzle. Shipped without 
nozzle unless specified, Also available in 2 
and 10 Ib. cans; 50 Ib. pails; 550 Ib. drums. 


all Hardware, Lumber 
ding Supply Dealers 





Easier TO CUT 


**I didn’t have to take a test to know that 
L.O-F window glass is easiest to cut,” said 
Mr. Dona Broulette of Luck & Clarke (¢ orp. 
(hardware), Wallingford, Conn. Mr. Brou- 
lette had just test-cut four leading unidenti- 
fied brands of single-strength window glass. 
After trying several cuts on each, he chose 
the one marked “‘D’’. Sure enough, it was 
L’‘O'F, the brand he has always found 
easiest to cut! 28 out of 30 dealers who 
tried this now-famous “‘blindfold test’? had 


the Salnic expel rence 


Hasver TO SELL 


This L-O-F label identifies quality glass 
wherever it is seen. People know this label 

it is appearing 216 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strong prefer- 
ence for L’‘O’F glass. This preference 


means faster, easier sales for you 


Easier 
TO MERCHANDISE 


Here’s a folder that will remind your 
customers to replace that cracked o1 
broken windowpane. And it tells them 
where to buy it (at your store). Order a 
quantity of envelope stuffer WG-17 from 
your Libbey’Owens‘Ford Distributor 
(listed under ‘*Glass”’ in your phone book 

Or write to Dept 6576, Libbey ‘Owens 
Ford Glass Company, 608 Madison Ave 


nue, Toledo 3, Ohio. 


LIBBEY-OWENS-FORD =the easy-to-cut WINDOW GLASS 


—_— ' ts i 








Cirele No. 8 on Coupon, page 110. July 9, 1956, AmericaAN LUMBERMAN AND 








— » 
What could be simpler? Duraply can be nailed right to the studs 
with no sheathing, no building paper Big sized panels mean 
builders can ¢ lose ina house ina day do it-yourse Ife rs will 


be willing to try more ambitious projects 


Bee 


Painting is a snap with Duraply. Builders not only save cost of 
primer ind labor for ipplying it, but also save the drying time \ 
Duraply built house can be completely painted whil in ordinary 


house is still getting its finish coat 


New Duraply offers you extra profits— 
offers your customers sound building short cuts 


Here’s what Duraply means to you: Duraply is a 
dealer’s dream. An extra-profit item your customers 


want because it saves them money! Builders can 


build faster and at less expense . . . do-it-yourselfers 
will save with Duraply’s low painting cost. And 
Weldwood is kicking off the Duraply drive with a 
barrage of advertising support—both consumer and 
trade! All your customers will know Duraply 

will want Duraply. Sizes: 4’ x 8’, 4’ x 9’, 4’ x 10’; 5 
thicknesses from %»” to 4”. In 3 popular forms: 
v-grooved, plain panels, lap-siding cut. The lap- 
siding is cut in panels 12” x 8’ and 16” x 8’ in %%” 
thickness, packaged 10 panels to a carton. Furring 
strips are pre-attached to the bottom edges to pro- 
vide a deep shadow effect and backup wedges are 
included in each carton. Aluminum corners are also 


available. 


Here's what Duraply means to builders: Over-all 
building costs can be cut. In the many areas where 
local building codes permit, homes can now be con- 
structed with sheathing and siding all-in-one—with 
%4-inch or thicker Duraply! Duraply is exterior- 


Weldwood 
DURAPLY’ 


A product of 


UNITED STATES PLYWOOD CORPORATION 


Weldwood— The Best Known Name /n Plywood 


BUILDING Propucts MERCHANDISER 


grade plywood with special plastic overlays on one 
or both sides. It is strong, weathe rproot and easy 
to work. As shown in the picture, builders can put 
it right over studs, and—after caulking and paint 
ing their exterior work is completed Duraply : 
supersmooth surface needs less paint—and paint 
lasts longer. Two coats on Duraply give the same 
coverage as 3 coats on a plain wood surface. Let 
builders know how they can save with Duraply 
and youll be letting yourself in on some really 


big profits! 


Here’s what Duraply means to do-it-yourselfers: 
Duraply will make a big hit with your “week-end 
carpenter ‘customers because it paints like a dream 
and because it can be worked with ordinary tools 
You can sell Duraply for projects like garden and 
tool sheds, garages, an extra room on the house 

or for boat construction, outdoor furniture and 
built-ins. Get in on the big Duraply market now! 
See your Weldwood salesman for all the informa 


tion on Duraply or send « oupon below for informa 


tion and free sample 


United States Plywood Corporation 
55 West 44th St., New York 36, N. ¥ 


ND ME all the information and a free sample of new Durapl 
i pry 


Please have salesman call Al 7.9.46 


NAME 
COMPANY 


ADORESS 


Circle No. 9 on Coupon, page 110. 
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to identity Your Stove 2 


SKIL TOOL 
CENTER! 


Backed by a battery of free selling aids 
and liberal dealer ad allowances! 


Just one compact low-cost SKIL inventory SKIL has ever offered its dealers! 
brings you this powerful SKIL “Tool Center”’ Sell finest-quality, best-known SKIL Power 


Display! National SKIL ads tell your cus- Tools— backed by the famous manufacturer 


tomers to look for it... SKIL helps you tie- that assures protected profits, plus promo 
! These top-sell 


in your store with free dealer ad allowances tions that spell sales success 
. many other free SKIL selling helps back ing genuine SKIL Tools are featured in the 
you up in the greatest power tool promotion dramatic SKIL ‘Tool Center’ Display 


ie 


YOUR PROFIT—‘61.09 
oes | i YOUR COST—ONLY 133.71 


eyed 583 Sow PLUS BiG dealer ad allowances for each Tool 
Price, $49.95 Price, $64.95 BIG dealer ad a nces ; 
. Center” Order 


¥e PLUS 
Famous SKIL professional fea- Versatile, powerful, easy to han Additional dealer ad allowances for each 
tures! Cuts 2” dressed lumber, rips die. Cuts dressed 2 x 4's— even at order of SKIL back-up stock! Tools only—at 
1” lumber, bevel cuts 1 7/16" at 45°. 45° bevel. Weighs only 11 Ibs.! 
ae | . ' 
é 4 FREE! Newspaper ad mats in a variety 


dealer cost 


sizes, with Fall and Christmas themes 


10-Piece Model Model 592 FREE! 
587 Drill Kit Orbital Sander * Window streamers and suggested radio 
Price, $29.95 Price, $49.95 and television announcements! 
' 
FREE! « 32-page do-it-yourself booklets! 


Hn! 


Contains popular SKIL 4" Drill Takes the work out of sanding! 
PLUS Powerf 


Gives faster, smoother work with ul SKIL national advertising that 


with geared chuck, set of 3 twist 
» ! 
out swirl or gouge marks : pre-sells hobbyists, homeshoppers, beginner 


drills, and other accessories 


sand 


professionals for you! 


Let this power-packed SKIL promotion build your profits! 


MAIL COUPON, OR CONTACT YOUR WHOLESALER SALESMAN-TODAY! 


SKIL Corporation, Dept. AL-76 
5033 Elston Avenue, Chicago 30, Illinois 


mmediate 


[_] Rush me SKIL Tool Center Display No. 18190, together with complete selling help 


Bill me through wholesaler indicated below 
[_] Please have salesman call on me 


My wholesalers name 
My Name 


treet 
Products of SKIL Corporation Stree 


formerly SKILSAW, Inc 
Factory Branches in ALL Leading Cities 


SUILDING Propucts MERCHANDISER Circle No. 10 on Coupon, page 110, 











“ GUERYTHING HINGES ON HAGER / 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849 —Every Hage Hinge Swings on 100 Years of Experience 
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This key—the United States Steel label 
—opens the door to bigger and better 
sales of Galvanized Sheets. 

Foresighted farmers buy shrewdly, 
and they buy the best. This USS label 
on every Galvanized Sheet means a 
quality, long-term investment to every 
farmer who sees it. He knows that the 
USS label is backed up by superior 
strength, fire resistance, and long, main- 
tenance-free service. He knows, too, 
that the merchant who deals in quality 
materials is a man who takes pride in 
his reputation. So stock the best—the 
“USS” brand—and keep the customers 
coming. 

USS Galvanized Steel Sheets are 
available in Storm Seal, 1'4-inch and 
2'%-inch standard corrugated, and 5-V 
crimp styles. 


SEE The United States Steel Hour. It’s a full-hour 
TV program presented every other week by 
United States Steel. Consult your local newspaper 
for time and station. 


UNITED STATES STEEL CORPORATION 
525 William Penn Place, Pittsburgh 30, Pa. 


Here is the key 
to BIGGER 
roofing and siding sales— 


USS Galvanized 
Steel Roofing 
Sheets are contin- 
uously coated in 
accordance with 
American Society for 
Testing Materials 
Specification ASTM 
A-361 


USS GALVANIZED STEEL SHEETS 


FOR ROOFING AND SIDING 


6-1256 
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on the MLOVE . 


all year round 


because . 


Trinity White is a true portland . . . it’s 
whitest in the bag... whitest in the mix 
. whitest in the completed job. Strongly 
advertised to all elements of the building 
industry for architectural concrete units; 
stucco; terrazzo; cement paint. A favorite 
with the do-it-yourself for home and gar- 
den jobs. For further information dealers 
are invited to write Trinity White Cement, 
111 W. Monroe Street, Chicago. 








A TRUE PORTLAND CEMENT 


ns 


@ product of GENERAL PORTLAND CEMENT CO. nett ae 
end for your copy is new 


DALLAS + CHATTANOOGA + TAMPA «+ LOS ANGELES popular booklet for consumers. 
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Only DODGE trucks 
are Chrysler-engineered 


fo save your business real money! 
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natin, 


pay then, MPM, * 


Dodge gives you top engine economy correo \\ > 
with exclusive Power-Dome V-8’s! eeN | ot 


— FOR BRTATIONG 
EPNCENCY 


Out on the job is where a truck earns its keep— 

and that’s where famous Chrysler engineering 

yays off for Dodge truck owners! Here’s how 

Bades can help you save... 

Low maintenance. You get thousands of added 

miles of like-new engine performance because 

combustion chambers have no “pockets’’ to . oe 
accumulate carbon. i evEN BURNING OF FUEL 
Greater gas economy. Short-stroke Power- 
Dome V-8 engines deliver full power on regular 
gas, give you more miles per gallon. 

Shortest turning radius. Gear-before-axle steer- 
ing makes turning easier, saves time. 

Biggest, most comfortable cabs. Driving is 
safer, less tiring. 

Add it all up, and add in the fact that Dodge . 
trucks are priced right down with the lowest. design. 
You get more truck for your money—and any chamber burns fuel more efficiently; 
Dodge dealer can prove it to you! saves gas, maintenance. 








Only Dodge offers Power-Dome V-8 
This dome-shaped combustion 


GET YOUR DODGE DEALER’S DEAL BEFORE YOU DECIDE 


DODGE TRUCKS :iii:0 co. > 
U FORWARD LOOK 
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WASHINGTON 


Looks Like 1.1 Million Starts... Propose Jump in FHA, 


VA Interest... Expect Price Rise on Old Homes 


The Labor Department has an 
nounced that 107,000 private hous 
ing units were begun in May. That 
isn’t far off the figures for several 
preceding months, but on a sea- 
sonally adjusted basis, the May fig 
ures represent a rate of about 
1,150,000 private starts for the 
year, as compared with the 1,398, 
000 seasonally adjusted starts in 
May 1955 

“ * © 


The Veterans Administration re- 
ported 44,395 requests for apprais 
ale of new homes in May, as com 
pared with 45,769 in April, the high 
figure so far for this year. Because 
of the difference in actual working 
days of the two months, VA officials 
rates for the two 
months about even. VA figures on 
appraisal requests are held to be 
indicators of future trends 
These requests show up as actual 
starts in the Bureau of Labor Sta 
tistics reports several months later. 


consider the 


good 


” . . 


The National Association of Real 
Estate Boards, basing reports on 
studies made in some 220 real estate 
markets throughout the country, 
says that overall rental vacancies 
and residential rents in most cities 
have changed but little in the past 
12 months. Demand for single 
family detached rental houses is 
above the supply in many areas 
One reason given by the NAREB, 
for the failure of rents to rise, is 
the general report that rental 
houses are not up to the standards 
the renters want 

7 + - 

Units started under the VA 
and FHA mortgage-supporting pro 
grams during the firat five months 
of this year are said to be 27% 
below the started during 
the corresponding months of ‘55 
The for this 
decline ia the scarcity of loan 
money, plus the resulting rise in 
interest rates. President Bodfish, of 
the Firat Federal Savings and Loan 
Association, Chicago, says interest 
rates on conventional-type mort 
gage loans have increased generally 
from the earlier 5% to 540%. FHA 
and VA insured mortgage interest 
rates are fired at 442% 


nu mbe ? 


reason usually given 
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But not many lenders are willing 
to make loans under these mort- 
gage-supporting programs, unless 
they can arrange for discounts or 
service charges to raise the yield 
well above the fixed rate. One report 
is that in certain areas these ar 
rangements have reached eight 
points 

. * - 

There's a pending proposal to in- 
crease FHA and VA rates to make 
them compare favorably with rates 
for conventional financing. But 
there's no assurance that conven- 
tional interest rates will stay at 
present levels, hence such tinkering 
might result merely in adding to the 
interest costs of all mortgage loans. 
In fact the cost of borrowing money 
seems to be steadily rising. 

* * - 

There are at present some indica 
tions that refinancing and improve 
ment loans for older houses may 
become harder to get. However, be- 
cause of rising construction costs 
and the diminishing supply of land 
in metropolitan and suburban areas 
that have water and sewage facili 
ties, the prices of existing homes 
are expected to remain stable or 
even to rise during the next six 
months. The difficulty in getting re- 
financing and improvement loans in 
many places is proving to be a 
rather serious road block in this 
market. 

* * . 

While the following figures are 
not directly important to the light 
construction industry, it's worth 
noting that Labor and Commerce 
estimate the total of new construc 
tion this year at the record figure 
of $44.5-billion, compared with the 
$44-billion projected last November 
for 1956 and the actual construc- 
tion expenditure of $438-billion in 
1955 

* . * 

This would seem to indicate that 
construction money is available for 
some kinds of building. To be sure, 
this half-billion increase over the 
November estimate is the antici- 
pated expansion in utilities, private 
industrial buildings, and highways. 
The departments rest these higher 
estimates upon the belief that dis- 
posable income of consumers will 
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stay at a high level. The Depart- 
ments think overall building activ- 
ity this year will be some 4% above 
that of '55, but they also estimate 
that there'll be a 12% decline in 
new private housing starts. 

. * 7 


However, Labor and Commerce 
say this estimated decline is in 
numbers of new houses and that the 
actual cash investment in new, pri- 
vately owned homes wili be about 
8% below the record 1955 figures 
and not 12% below. The reason for 
the 4% discrepancy of course is 
that construction costs are increas- 
ing and that 1956 home buyers want 
larger houses and a higher quality 
of construction and fixtures. The 
Federal experts add that the er- 
pected overall increase in new con- 
struction this year will consist 
almost entirely in public expendi- 
tures, such as highways and pos- 
sibly in school construction. 
* * * 

The Census Bureau estimates the 
country’s population as of May Ist 
at 167,517,000. In percentage fig- 
ures, as compared with the report 
of April 1, 1950, this is an increase 
of 10.9% 

. 7 * 

This page heard a noted Federal 
economist say that business men are 
watching carefully the reports put 
out by government departments and 
among these reports are Census 
Bureau releases on population 
trends. These population trends are 
of high importance in estimating 
long-range needs of business pro- 
ductive capacity. One example is the 
fact that steel companies, not mak- 
ing full use of their present steel 
making capacity, are planning and 
building still larger mills. Markets 
are people and as the current big 
crop of babies grow up there'll be 
a much increased market for an in- 
finite variety of articles made of 
steel. 

* . * 

Many large companies study pop- 
ulation trends to help them re-locate 
salesmen and to locate new factory 
plants. They use reports of income 
tax payments for the same purpose, 
sending more salesmen to areas 
where tax payments have increased. 
1956, [L.UMBERMAN 


AMERICAN AND 
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INTEREST 





... that’s why you’re better off 
dealing through your INDEPENDENT 
PLYWOOD JOBBER! EVANS PRODUCTS COMPANY, 


DEPT. S$-7, PLYMOUTH, MICHIGAN 
Your local plywood jobber helps make your job Plants at: Coos Bay, Gold Beach 
easier, your business more profitable! He’s personally and Roseburg, Ore.; cetera ~ 
] : i ; ales » thi : Evans Sales Offices: Plymouth, Mich.; 
interested in helping you get ahead because this helps New York, N.Y.; Chicago, Ill; 
him, too. He’s ready to provide those valuable extra Tampa, Fla.; Coos Bay, Ore. 


services that add up to direct cash benefits for you! 


New business sources, sales promotion ideas, new EVANS PRODUCTS COMPANY 
operating methods—all these and more are offered also produces: Evanite battery separators; 
i ailroad loading equipment; truck and 
¢ ( obber. He’s <« ( oe 
by your plyw 90d jobber. He’s a plyw rod expert bus heaters and ventilating systems; 
whose resources are at your service. Deal with him bicycles and velocipedes. 
and profit! 


Evaneer is a TM of Evans Products Company 
eee DFPA grade-marked for uniform quality Evans is on associate member of the NPDA 
EVANEER FIR PLYWOOD 
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7 As you know, the government has proclaimed 1956 

the year to FIX. Surveys have shown, August is the month 

that operation “Home Improvement” will be at its peak with 

most of the work being done on the 30 million homes throughout the 

country that are in need of repair. Now is the time for you to join this 
national campaign directed to this vast market. 

Because of their performance advantages and continued national advertising, 
brushes bristled with Tynex have gained widespread consumer preference. Chances 
are that during August you'll find lots of your customers asking for them! And since 
you're “the man who knows,” they'll be asking your help in picking the right brush 
for each job they’re doing. 

By stocking a large supply of brushes bristled with Du Pont Tynex nylon — dis- 
playing them prominently and tying in with the other promotional activities — you'll 
definitely prove yourself “the man who knows” how to get the maximum profit from 
this August paintbrush-sales potential. 











« Stock and display brushes bristled with “}.yeJ5.< 
* Join this national advertising- promotion campaign 
Profit hy the increased August paintbrush sales 








SD wl 


tock brushes with T rAN BK nylon bristles... 


they have all these selling advantages 


yo FULL PAINT PICKUP ys SMOOTH, EVEN FLOW 
yw EASY TO CLEAN ys LAST 3 TO 5 TIMES LONGER 


«a RIGHT FOR ALL PAINTS, VARNISHES AND LACQUERS 


TYME 15 (he registered trademark 
for Du Pont nylon bristles 


BETTER THINGS FOR BETTER LIVING . THROUGH CHEMISTRY 
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Ime Improvement promotion . 
N HOME MAGAZINE - 


re Ask the 


— ———— ~ 


"ON Whe 5 


~ 
—_.. 


Ask your supplier for these sales-producing 

promotional aids on paintbrushes bristled 

with Du Pont TYNEx nylon 

1. Window streamer/wall poster 

2. Leaflet — “How to Choose and Use Paint 
brushes.” 

3. Counter Card — American Home ad for Au 
gust mounted on easel card 


Contact your supplier today! 
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the gas 
fork truck 
that makes 
the fewest 


and shortest 





trips to the 


maintenance 
shop... 
BAKER “FG” 


Industrial trucks “out-of-service” mean dollars down the drain... not only repair 
dollars, but even more dollars for lost work. That’s why we loaded the Baker “FG” 
gas trucks with features that mean substantially more time on the job. Here are a few: 
Heavy-duty industrial truck engine operates at optimum RPM for least strain and 
abuse. Pistons are balanced to grams instead of ounces, crankshaft to 4 inch-ounces, 
connecting rods to 2 grams. Compact, rigid “power train” requires no troublesome 
universal joints. Clutch housing is split for better accessibility. Single oil supply 
lubricates entire assembly. Large full-floating, self-equalizing, self-energizing brakes 
have single-point adjustment. 

Baker “FG” gas fork trucks, available in 3000, 4000, 5000 and 6000 pound capacities, 
are the only gas trucks with a full 6-months’ warranty ...an added assurance. Write 


for specific bulletins. 


THE BAKER-RAULANG COMPANY 


G¥2)-02 0 12900 WEST 80th STREET © CLEVELAND 2, OHIO 


A subsidiary of Otis Elevator Company 





handling equipment 
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... count on Flintkote Building Materials to 
help build up your home improvement profits ! 








HOME IMPROVEMENT SUGGESTION NO. 1 


Give Tired Old Houses A New Lease On Life 
-.- With FLINTKOTE INSULATING SIDING 


It’s no secret that home-owners the 
country over want their homes to 
have new beauty and economy. What 
a profit opportunity for you... for 
thanks to a special Flintkote back 
coating, you can offer your customers 
colorful insulating siding that has 
dimensional stability in all kinds of 
weather. 


HOME IMPROVEMENT SUGGESTION NO. 2 


Make Old Homes Look Like New 
... with FLINTKOTE ASBESTOS SIDING 


You have the edge over competition 
when you use Flintkote Asbestos- 
Cement Siding! For only in this Flint- 
kote siding can you offer the protec- 
tion of Flintkote’s new ‘‘Wrap- 
Around” Dura-Shield* Coating ...a 
coating with a face shield of silicone 
for added protection against moisture 
and staining. 


Top Off A House Beautifully 
... with FLINTKOTE ASPHALT SHINGLES 


The first thing on many a home- 
owner’s list of home improvements 
isa new roof. Make ita FLINTKOTE 
roof and your selling job will be easier. 
You'll make a profitable customer... 
for life. Flintkote Asphalt Shingles 
come in a wide variety of colors and 
distinctive styles. 


Fe rn y = ag oA 
: : : 
Be ; ; 


* } 


_iitaai pars aie’ _ 5 
HOME IMPROVEMENT SUGGESTION NO. 4 


Brighten ANY Room In The House 
... with FLINTKOTE DECORATIVE 
INSULATION BOARD 


Here’s a big source of extra profits! 
Make use of the smart decorator 
colors and lovely modern textures to 
cheer up drab surroundings... reduce 
noise ...add insulation. 


Remember, when customers talk of home improve- 
ment... recommend Flintkote Building Materials. a 


HOME IMPROVEMENT SUGGESTION NO. 5 


For Really Effective Insulation 
... use FLINTKOTE INSULATING WOOL 


Flintkote In- 
sulating Wool, 
made of Fiber- 
glas**, is 
quickly and 
easily installed 
in new and old 
houses. Avail- 
able in handy sizes and forms, In- 
sulating wool is clean and light in 
weight. Will not rust, rot or mildew, 
Won't attract vermin .. . fire-resistant. 


HOME IMPROVEMENT SUGGESTION NO. 6 


™ FLINTKOTE 12’ 
Perforated Ceil- 
ing Tile. And 
pocket an- 
other profit. 


THE FLINTKOTE COMPANY, Build- 
ing Materials Division, 30 Rocke- 
feller Plaza, New York 20, N. Y. 


** Manuf 


a 

F Guaranteed by © 
(ood Housebee ping 
4 sonenans BE 


FLINTKOTE ... 660 20d Colo Leader sinee lou ey 
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<> YEAR-ROUND SALES SOAR WHEN YOU 


feature this all-star trio 


STYRON stars in guaranteed plastic wall tile 


Feature the luxury look... it pays! It's the look of plastic 
wall tile made of Styron... it’s the quality look you ean 
actually guarantee, Full color pages in THIS WEEK and 
twelve other leading magazines are selling the luxury look of | Plast 

guaranteed plastic wall tile to your customers—consumers, 

architects, builders and management prospects. As a certified 

dealer, you can guarantee that your tile, mastic and installa- Your customers’ guides to the luxury look 
tion meet U.S, Department of Commerce standards CS 168- Display the certified dealer's emblem to identify your store 


50, and are eligible for FEFA approved loans, You'll be offering as headquarters for guaranteed plastic wall tile . . . write 
this guarantee that tile, mastic and installation meet quality 
: : : standards of the U.S. Department of Commerce Bureau of 
their new homes and for remodeling projects. Get the details Standards —CS-168-50 . . . add the Styron label, famous 


customers outstanding beauty, durability and easy upkeep for 


now from your Styron plastic wall tile supplier. for fine quality in plastics. It all adds up to record sales! 





Tie in... make your store headquarters for all three 


¢ 
| STYRON ... Promote the luxury look of 2 LATEX PAINTS .. . Dow leads the way in 


Styron plastic wall tile in your store and in Saturday Evening Post and 13 other action- 


Yount your advertising. Tie in with “Operation vetting magazines. Follow up with latex paint 


Te 
Mppor Home Improvement” in your locality, promotions and advertising to your customers, 
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LATEX PAINTS 


star with professional and 


amateur painters alike 


No wonder latex paints are still breaking sales 
records after eight big years! Everybody wants the 
advantages only latex paints offer. Professionals 
and amateurs alike have proved their preference for 
the gorgeous decorator colors . . . easy application 
... quick drying without painty odor... and easy 
equipment clean-up with plain water. Use all these 
big sales points to build more business for yourself, 
Contact your supplier now ,.. meet the growing 


demand for latex paints! 


STYROFOAM 
stars in new cost-cutting 


construction method 


Here is your chan ¢ to open up a brand new 
profit’ potential! Styrofoam™ a Dow plastic 
foam insulation is revolutionizing the construc 
tion of masonry homes... providing superior 
insulation and reducing building costs. Furring 
and lathing are eliminated because Styrofoam 
is bonded directly to the masonry wall with 
portland cement, and plaster is applied right 
over this structurally strong plastic foam, 
Clean, easy-to-handle, moisture-proof Styro 
foam means a new source of big business for 


you. Call your distributor today, 





nationally advertised products 


‘ 
3 STYROFOAM... Your customers get this big new you can depend on 


insulation story in a consistent campaign led by Business DOW PLASTICS 


Week, Let them know you have it for them now. 
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Over 1,300,000 housing starts will be made this year! Are 
you getting your full share of this profitable basement 
window market? Gabriel dealers are getting more than 
their share, because they supply America’s fastest selling 
basement sash —in both steel and aluminum! Built for a 
lifetime of trouble-free service, Gabriel windows are always 
easy to operate . . . never require maintenance. They're 
weather and corrosion resistant—provide rain-proof, draft- 
proof ventilation year around! 


p ineet won nae se Sa Side. Compare Gabriel quality and all the outstanding Gabriel 
Arm design provides easier opera- features...then take advantage of the double opportunity to 
Gon build a better profit picture with Gabriel basement sash— 

in both steel and aluminum! If, you are not stocking Gabriel 


sash, write today for complete information. 


@ Exclusive Side-Arm Operation provides both top and 
bottom opening — window automatically locks when 
closed! 


© New square corners simplify installation—new section 
design for additional strength! 


ALUMINUM © 3 popular sizes: 15” x 12”, 15” x 16”, 15” x 20”. 
Screens and combination storms easily attached. 


All the outstanding Gabriel features 
plus the added advantages of alumi 


STEEL 
WRITE FOR COMPLETE DETAILS! COMPANY 


13704 SHERWOOD AVENUE ° DETROIT 12. MICHIGAN 
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“We are now selling about 35 carloads 
of pressure-creosoted posts and poles a year,” 


says Warren East, Warehouse Manager 
Missouri Farmers Association, Shelbina, Missouri 


7 


Mr. East is shown here taking a pressure-creosoted fence post 
order from Roy Howell, Shelbina, one of the many farmer-mem- 


“T started stocking creosoted posts bers who have helped to make the Missouri Farmers Association 


in 1950 and sold only a few,” ex- 
plains Mr. East. ““Now the volume 


a very successful co-operative 
Se ee ee ee eee eee See eee eee eee ee ee eee eee ee ee 


of business in this line has ex- 
panded rapidly. At first we stocked 
only a few fence posts as an experi- Agricultural Extension 

ment. The customer acceptance of United States Steel Corporation 
pressure-creosoted posts was so 525 William Penn Place, Pittsburgh 30 
good that we have had to increase 


| am interested in promoting pressure-creosoted products in my area 


our inventory until now we handle 
‘ > - . Please have oa treater contact me about your merchandising program 
approximately 45 different lengths 

and girths and we move about 

35 carloads of pressure-creosoted 

posts and poles a year. Our normal 

inventory runs from 10 to 12 car- 

loads. City State 
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Another big addition to the Gold Bond Line! 
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ADJUSTABLE LOUVERS / sizes up 
92" base, from 4 to 6 vanes 
FIXED LOUVERS 4-12 piteh, 5 
from 7’ to 12’ base. 5-12 
itch, 4 sizes from 38" to 67" base 
FLUSH AND RECESSED LOUVERS 
} | 11 sizes up to 30" 24" 
Recessed —7 sizes up to 24°x 30" 
ROOF VENTILATORS + size bite 
ingled roots of any piteh 
WALL AND UNDER EAVE VENTILATORS 
bor under eave cornices oO 
fit 
FOUNDATION VENTILATORS fit 


tandard 16°x 8" block opening 


louvers and ventilators fur 

hed with FHA-required 
mesh aluminum sereen and 
ed from .025" aluminum 

t Foundation Ventilators 


i are die-cast aluminum 
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.. ALUMINUM LOUVERS 


and VENTILATORS 


to meet every requirement 


peeve S anew Adjustable Louver that fits 4-12 
through 12-12 pitch—a gr 
adjustable louver — and gives a large free area at every 


‘eater range than any other 


pitch, This is an integral unit—can’t come apart — designed to 
simplify gable peak ventilation, There’s a Fixed Louver, 

ideal for use with attic fans, with an exclusive design that 
assures permanent and rattle-free installation. 

The easily-installed Flush Flange Type is adaptable 
to frame, brick or veneer walls, For use in new construction 
or re-siding jobs, the Recessed Flange Type needs no 
wall framing in installation, 

Gold Bond Roof Ventilators, designed to fit shingled 

roots of any pitch, are flanged, baffled and screened to make 
installation easy, weathertight and insec tprool A series 

of Wall and Under Lave Ventilators is designed to supplement 
ventilation in roof or attic wall. 

The Foundation Ventilator, made with or without an 
adjustable damper, has a die-cast frame and grill of strong, 
non-porous aluminum alloy that’s acid-resistant and 
immune to elec trolysis. It can replace concrete block in 
foundations or can be attached to ends of wood 
joists when poured-concrete foundations are used. 

For the full story on Gold Bond's complete line of 
louvers, get the Gold Bond Louver folder today. Write 
National Gypsum Company, Buffalo 2, New York. 


ALUMINUM LOUVERS AND VENTILATORS 


NATIONAL GYPSUM COMPANY 


ten nee a 
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EVERYONE POINTS 
WITH PRIDE TO WEISER LOCKS 


WV f 





evitoriat: Were They Really the “Good Old Days?” 





You are now readiny the 3,599th consecutive issue 
of American Lumberman. The press run is 31,500 
copies, the highest in our 4&3 years of publishing. Our 
paid circulation is thousands ahead of any similar mag 


azine read by building materials dealers 


Coincidentally, the renewal rate of American Lum 
herman is now 83.87, the highest in our history. This 
figure is higher than other magazines in this field and 
represents an enviable record for trade magazines 
throughout the publishing industry 


We believe that American Lumberman’'s continued 
progress and growth with this industry can be directly 
traced to a truly service-minded editorial program. We 
don’t bandy the term “first” about because we frankly 
know that such claims are often either untrue or in bad 
tast 


We are keenly aware of the changes taking place in 
this industry, but we remember with affection our long 
traditions. We feel that all progress comes from hard 
earned experience passed on to each new generation 
Recently, one of our readers, Art Lampland, Lampland 
Lumber Company, sent us a copy of the November 18, 
1899, issue of the American Lumberman, As we glanced 
through the pages we noted remarkable changes in both 
the magazine and the industry since the turn of the 
century. And yet there are some similarities, too 


About 86% of the advertisements addressed to lum 
ber dealers in 1899 were inserted by lumber and wood 
products companies. Today, 25% of the advertising i 
wood products 
old by offering sample pages 


} 
took were 


Hames and harne manufacturers were important 


advertiset 


A{merican Lumberman offered advertising cuts and 
promotional helps to dealers. We had a telegraph 
code book in which 100 words were reduced to ten 


Telegraph compani advertised in the American 


Lumbe rran 


A lumberyard offered for sale at $8,000 
Some Price Comparisons: 1899 1956 
$1.09 per line 
$4.00 per year 
$105.00 per M 
$12.75 per M 


25¢ per line 
$3.00 per year 
$15.50 per M 
$2.75 per M 


A.L. Classified ad rate 
Subscription Rate 

12" #3 pine, f.0.b. Chicago 
Ex Star A Star shingles 

165 pages 
$17,500. 
$3.35 per hour 


Typical issue of A.l 88 pages 
Typical 3 bedroom house $3,000 


Construction labor IN "/e per hour 


Help Wanted Ad — 1899: 


“Wanted experi need bookkeeper and stenographer 
State lowest salary for which you would be willing to 
work.” 


Help Wanted Ad — 1956: 


“Young man wanted for general office work. Experi 
ence preferred but not essential. Good salary for right 
man plus pension, profit sharing, sickness and accident 
plans, ete.” 
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Excerpt from 1899 editorial: 


“We find a few good men doing good business, but 
the great bulk of them are Just waiting and hoping 
for something to turn up—they lack the energy to 
make things happen. These think-about-it fellows 
should have a few bomb shells exploded under them so 
that they could see the tremendous business profit 
possibilities they will not see today.” 


Another quote from the issue, dateline Chicago: 


“The threatening aspect of the labor situation 
the unions are insatiable.” 


“As showing something of the increased cost of 
building in Chicago an example is taken of an ordi 
nary frame dwelling house such as is usually built in 
the outlying sections of the city, of modern design 
and appurtenances, two stories and a half with cellar 
and costing last year in the neighborhood of $3,000. 
It is found that such a residence would cost this year 
about 27% more for material and labor.” 


For convenience the items of expense are estimated 
herewith in detail as follows in 1898. 


Cement work $ 50 Carpenter work $ 300 
Lumber, millwork 1.200 Plumbing 200 
Brick or stone 450 = Painting and glazing 175 
Finishing flooring 175 Builder's profit 450 


Total $3,000 


Plumbers, by the new rules, are not allowed to do 
more than half as much as they were permitted to do 
a year ago, now wiping only eight joints a day in 
stead of 16, as formerly. Carpenters cannot do over 
two-thirds of the amount of work that their rules 
permitted them to accomplish a year ago. A year 
ago a lather was permitted to work up 60 bundles 
of lath a day; now the unions permit him to use but 
25 bundles a day. 


Just change the figures and the same thing could 
be written of today’s conditions 


A similar breakdown of current 1956 figures in 
Chicago is as follows: 


Kind of work Share of cost Kind of work Share of cost 


Excavating and Tile work (one 

grading $ 262.50 bath) $ 262.50 
1,925.00 Plastering 1,050.00 
2,100.00 Heating 875.00 

Electrical work 

5,250.00 fixtures 612.50 
Glazing 262.50 
Painting, decorating 612.50 
Other expenses 525.00 
Contractor's profit 1,750.00 


Concrete work 
Masonry 
Carpentry, lumber 
millwork 

Steel 175.00 
Roofing 262.50 
Sheet Metal 175.00 
Plumbing and sewer 1,400.00 


Total $17,500.00 


Minimum 


The reader will want to draw his own conclusions 
from the above, but it seems apparent that the prob- 
lems of three generations of lumber dealers are still 
the same—the age old argument as to how much labor 
and management shall get—the difficulty of getting a 
profitable price—the tending of the bulk of manage 
ment to take it easy except when driven by the spur of 
necessity—the few who do an exceptionally good job 
Inflation seems to be inevitable, but it looks like the 
industry is giving a better house for less money today 
than in 1898 in terms of real dollars 


Art Hood 
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the newest 
outstanding 
Grant 
product 


development 


A REAL DOOR THAT FOLDS! 


styled by Paul McCobb 


features 


Solid Panels: The solid panel construction 
of this Grant door is a revolutionary 
development in a folding door at moderate 
price. The Grant Folding Door has crisp, 
clean lines, blocks sound, hangs rigid 
without billows or rustle. Knock on it. 

It sounds and feels like a door. 





Space Saving: Frees an average of 

14 square feet of floor space (19 square feet 
of wall space) for living space, better 
arrangement of furnishings. 


Durable — Easy to Maintain: Viny! 
surface can be wiped with a damp cloth— 
scrubbed if necessary. Tough and long- 
wearing, resists scuffing, color is permanent, 


4 


Easy Installation: Only a screwdriver is 
needed to install the Grant Folding Door 

in standard door openings in minutes. 
Readily adaptable to non-standard openings 


Decorative Flexibility: Color styled to 
harmonize with modern or traditional 
furnishings. Attractive design of handles, 
track and other details, also specially 
styled by famous Paul McCobb 


D Ask for your copy of fully descriptive specifications 
booklet, the swatch book showing the attractive colors 
available and texture of the non scuffing vinyl finish 


*“@ra nt bing door 


“A REAL DOOR THAT FOLDS” 


Grant Pulley and Hardware Corporation 
41-59 Whitestone Pkwy., Flushing 54, N.Y. 
944 Long Beach Avenue, Los Angeles 31, Calif. 
Other Grant Products: 

Sliding Door Hardware * Drawer Slides 

Drapery Hardware * Sliding Door Pocket Frames 
Sheaves ond Tracks * Pulls * industrial Slides 
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to install 
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TRAVERSE 


Horizontal Sliding 


ol —~ 
ten, - 
—— nd 
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with Integral Fin Trim 























...a beautiful, extra-low-cost addition to 


REYNOLDS ALUMINUM WINDOWS 


Ease of installing this window makes it attractive to both home handymen and 

professional builders. The integral fin trim is the secret—siding materials simply 

butted against it. (Wood buck also available.) Precision engineered! Corners are 

dressed welded, smooth and strong. Louvered weep holes assure complete drain- 

age. Completely weatherstripped. Easy-sliding vents lift out for cleaning...lock 

tight. Besides single-sliding-vent type shown, strip type is also available...slid- a ce ' 
ing vents flanking a fixed center light. Order now. Reynolds Metals Company, 5100 Series (Wood Buck) 


Window Division, 2002 South Ninth Street, Louisville 1, Kentucky. 
New Builder's TYPE 


REYNOLDS ALUMINUM 
REYNOLDS Lifetime ALUMINUM | REYNOLDS Lifetime ALUMINUM REFLECTIVE INSULATION 


GUTTERS AND DOWNSPOUTS FLASHING and Vapor Barrier 











Rustproof perma- Rustproof and non- 

nence and hand- staining, this flash- | dé 

some design in rain- ing looks better and tn . 4 en 

pte ony costs less, 14”, 20" Developed especially 

smboned in 4”, 5", pried tht + for professional use... foil bonded to 

Ot deen: tite 019” thickness. we 40 Ib. kraft paper. Foil on one side and 

in 5” ond 6” sizes. two sides, in rolls of 250 and 500 sq. ft., 
25” and 36” widths. 


REYNOLDS 938 ALUMINUM 


BUILDING PRODUCTS 


See “FRONTIER”, Reynolds great dramatic series, Sundays, NBC-TV Network. 
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one of 10 woods from the 


WESTER \ P} \ e region 


Great resistance to decay, dimensional stability, high 
insulating qualities, workability, nailability, light weight 
make Western Red Cedar an excellent and economical 
wood for all residential construction—and preferred 
for weather-exposed usage such as poles, greenhouses, 
boats and floats. 


Western Red Cedar comes in 3 select and 5 common 
grades. You can order it in mixed cars—together with 
other woods from the Western Pine region—from most 
Western Pine Association member mills! 


IDAHO WHITE PINE 


the Western Pines @ roves vm 


UGAR PINE 


RED CEDAR 
LARCH 
DOUGLAS FIR 


the Associated Woods @ wre rn 


ENGELMANN SPRUCE 


INCENSE CEDAR 
LODGEPOLE PINE 


get the facts TERN p ) f 
to help you sell \\{,) FRA if ( AR 
write for the FREE illustrated booklet to 


WESTERN PINE ASSOCIATION 
Yeon Bidg., Portland 4, Oregon 





TODAY'S WESTERN PINE TREE FARMING GUARANTEES LUMBER TOMORROW 
Circle No. 23 on Coupon, page 110. 
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and he Is 


THIS SERVICE saves the customer time 
willing to pay for this special packaging 


Make Service 
YOUR Business 


Customers like plenty of serv- 
ice, but be sure they pay for it. 


“Service is our Business” is the motto seen 
outside one well-known chain of gasoline sta- 
tions. It is also a good motto for the lumber 
dealer, who is interested in better public 
relations—and better business. 

Other things being equal, people buy where 
they get the best service. Service starts the 
moment the customer enters the door and is 
recognized or ignored, as the case may be. 

It includes such services as ample parking, 
piece-cutting, free planning books, car-top 
carriers, credit, gift wrapping, hot coffee and 
convenient shopping hours 

3efore you brand these services as “frills,” 
remember two things: 

1. The famous Rotary Club motto, “He 

Profits Most Who Serves Best.” 

2. People are willing to pay for desirable 

services. 

Too many dealers make the mistake of of- 
fering special services without charging for 
them. Services, like merchandise, cost money 
and in most cases should be made to pay for 
themselves, 

In the following special section, you will 
read about a few of the customer services 
which dealers across the country are offering. 
It is hardly accidental that each of these deal- 
ers does a very profitable business. 

Why not list all the services you are offer- 
ing or might offer, then ask yourself, “Am | 
getting paid for these?” 

The Editors 
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Something for Everyone 
SUPERVIGED PLAYGROUND area is 


provided so youngsters can be amused 
while parents shop. Customers like 
this added feature 


homeowner 
services 


Official Greeter 


UNIFORMED HOSTESSES greet cus 
tomers as they drive into the yard and 
pa out shopping numbers. Hostesses 
also run errands, page customers and 
do handyman chores 





Suggestion Box 


CASH BONUS Is paid employes, who 
drop usable suggestions into the box. 
Note salesmen wear green or yellow 
checkered shirt for easy spotting 


Photos courtesy 
40 Aisynite Company of America 


What They Want! 


Fence Display REDWOOD FENCING is gi 


en solid promotion with a 
variety of samples identified 
and priced, 














Ee —s . 


SPECIAL RACK for shorts carries the slogan, “Shop tn 
Shorts Rack Short Shack and Save Bargain corner featuring lower 


grade of lumber at lower prices is another feature 


Customer convenience and quality merchandise are the big drawing 
cards at the Airline Lumber Co., San Diego. President Robert M. Sutton 
opened the yard six years ago with six employes. He now has 30 em 
ployes and draws customers from as far south as the Mexican border, 
20 miles away, to Oceanside, 35 miles up the coast 

On a busy Saturday morning, you will be greeted and handed a shop 
what they want ping number by an attractive uniformed hostess as you drive into the 

yard. Your children can play in a supervised recreation area while you 
: are waited on by pleasant, efficient salesmen, who are identified by 
ma hurry at the brightly checkered shirts 

° ye $y providing a special shed for shorts, a bargain corner and a wide 
Airline Lumber Co., variety of homeowner items, including plumbing and electrical supplie 

Airline has built up its volume: 1951 showed an increase of 1 times 
. ° over 1950; 1955, 8% times; 1956, 16 times 
San Diego. a , iis 
Dale Titterington is vice-president and Gil Freese is secretary-trea 
urer of the organization 
Bob Sutton uses newspaper, radio, TV and direct mail to draw cu 
tomers, but he says a satisfied customer is the best possible ad 


Customers find 


Specialty Promotion 


TRANSLUCENT FIBERGLAS panels 
are used as well as displayed by 
the company. Patio shop roof is con 
structed of green and yellow panels 
of Fiberglas. President Robert M. Sut 
ton points to sample sheet 
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MANAGER SAM PRICE 


replenishes 


plywood merchandiser, which is moun 


ted on 
piece 


label 


homeowner 


services 


OVERHEAD GARAGE DOORS, 


eled, separate the lumbe 
parking area 


Shopette Speeds Service 


To provide customers with fast 
service on small pickup items, 
Forkner-Manger Lumber Co., last 
April opened a Lumber Shopette 
adjacent to its main showroom in 
Anderson, Ind 

“Last year we built a small 
building for lawn and garden 
supplies next to our parking lot,” 
says manager Sam Price, “and it 
worked out so well that we de- 
cided to expand it into a complete 
one-stop shopping center for short 
lengths, plywood, nails and small 
hardware items. Usually, when a 
customer picks up garden supplies 
he needs a short length of lumber, 
some fence pickets or tomato 
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stakes. We’re trying to make him 
buy these items on an impulse 
basis.” 


The Shopette, styled along mod 
ern lines, is a flat-roof structure 
faced with vertical-grain redwood. 
A pair of overhead garage doors, 
paneled with glass, provide ample 
natural light in inclement weather 
During fair weather the doors are 
raised, exposing the Shopette’s 
wares to the parking area. Signs 
encourage customers to drop in 
and serve themselves. 


“We do a substantial volume of 
retail business,” co-owner Ralph 
Manger says, “and to increase it 


July 


perforated 
is price-marked 


| 


y. 


hardboard. Each 
with gummed 


utilizes over- 
short 


VERTICAL STACKING 
head space to merchandise 
lengths 


glass-pan 


display from the 


Customers like separate 
one-stop center for small 
items in Indiana yard. 


we feel it’s necessary to encourage 
customers to drop in and pick up 
small purchases.” 


To eliminate irksome waiting for 
service when making small pick 
ups, the firm has installed a cash- 
ier and checkout point near the 
entrance to the Shopette. 


Forkner-Manger recently en- 
larged its parking area to accom- 
modate the increased traffic earlier 
this year by purchasing a gas sta- 
tion located next to the yard and 
razing it. The enlarged parking 
area is covered with crushed stone. 
Eventually, the entire parking area 
will be blacktopped. 
LUMBERMAN AND 


1956, AMERICAN 





Dealers everywhere report booming sales with 


NEW DUALINE suivinc 


“Better get more DOOR HARDWARE - And with Only Half 


the Usual Inventory! 


Ask your jobber or Acme salesman for full 
DUAI INE particulars on this outstanding success story. 
® 


ACME DUALINE Featuring Interchange- 
just sold able Hangers for %” and 1%” doors — Fits 
TWO different door thicknesses with Just 
” 
another order! ONE Size Set — Cuts inventory needs in 
half! 


LOW HEADROOM — Only 1'4” required be- 


tween door and header. 


SOLID ALUMINUM JUMP-PROOF TRACK 

High strength extruded aluminum pro- 
vides smooth, straight, rustproof surface for 
extra quiet, fingertip operation. 


i m1e)|, (em ele) e) -, G EASY INSTALLATION ~ Doors lift in or out 
: 1 of track without removing hangers. 
HARDWARE 


NYLON WHEELS — Permanently lubricated 


for quiet, efficient, life-time service. 


SIDE MOUNT HANGERS — are adjustable; 


made of zine lusteron plated steel. 


NO. 110 ADJUSTABLE NYLON FLOOR 
GUIDE — included with each packaged set, 


FREE! Get your self-service 
display stand now! Ask 
your jobber or Acme 
salesman for details 


Acme DUALINE By-Passing Door Hardware Maximum Door Weight 60 Ibs 


Get full details from your jobber. Ask him about Sales Displays, or write... 


ACME APPLIANCE MANUFACTURING CO. 
@® 35 SOUTH RAYMOND AVE, © PASADENA 1, CALIF. ( 1956 Acme Appliance Manutacturing Co 
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the BEST 


WATER VAPOR BARRIER 


because of these features 


Tests show it to be an effec- 

tive shield to fungi and mois- 
ture after constant exposure 
equal to years of service. It 
means long life protection 

@ Meets all F.H.A. and V.A 
@ Greater tensile strength — =. 


require 
ments 
than 55-lb. roofing. @ Size for every job 

@ Leaves no tacky sur- 
@ Resists punc- 
@ Lowest 
cost membrone capable of meeting moisture, vapor 


reduces number of laps 
faces to slow up following trades 
ture and withstands strains of traffic 


and fungi conditions 

I'wo men can do all the work necessary — 
Richkraft 65 costs less laid down than two 
layers of 15-Ib, felt or 55-lb. roofing —sizes 
4.4-6-7 and 8 ft, wide 


WHOLE STORY 








THE RICHKRAPFT CO 

Chie aa ines ¥ rv 
Please send samples and full details on the 

Richkraft Line Al 


NAMI —=n 
ADDRESS 
ZONI 


cITY STATE 
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SAKRETE 
ee 


NOW 


VENDING 


ee ae 


SAKRETE 
to 


NICKELS, DIMES, QUARTERS in any combination up to $1.10 will get a cu 


tomer a bag of Sakrete when the 


yard’s closed 


Tries Vending Machine 


for Bagged Products 


“While a coin-operated vending 
machine for charcoal and Sakrete 
proved worthwhile from the stand 
point of newspaper publicity, our 
experiment with it reveals it is 
not economically justifiable for 
the average yard,” says J. H. Lam 
son, merchandising manager, Saw 
yer’s, Worcester, Mass 

The vending machine 
machine used for 
ucts) attracted a good deal of 
newspaper attention when it was 
installed. A local news cartoonist 
did an imaginative take-off on the 
device, which was worth plenty in 
favorable company publicity. 

“The machine $600 and it 
probably won’t amortize itself for 
about five years 


(an ice 
bagged prod 


cost 


“On the other hand, we installed 
it with the idea of servicing cus 
tomers on week ends when the 
yard is closed. From this angle, it 
worked out rather well 


for us.” 


) 


When it was installed July 1, 
1955, the machine was. stocked 
with charcoal at 75¢ a bag. From 
July 1 to Labor Day, the unit dis 
pensed 400 sacks. On some sum 
mer week ends, the machine ac- 
counted for 45 charcoal sales. (Re 
stocking of the 16-bag capacity 
unit was handled by a watchman 
In October, the machine was 
stocked with Sakrete at $1.10 per 
bag. 

“This spring,” says Lamson, “we 
put in bagged lime for lawns. Last 
year we of it in bags 


sold tons 


across the counter.” 

The machine is made by 
S & S Vending Machine Co., 
Calif Sawyer’s 
theirs from the Ice Plant Equip- 
Co., Philadelphia, Penna. So 
far, the unit has required no re 
The coin 
for varying 


the 
Sar 
Jose, obtained 


ment 


pairs. receivers can be 


adjusted amounts 


1¢ 


ISH 
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POWER STEERING 


NEW, HEAVY-DUTY 


INTERNATIONAL 300 UTILITY TRACTOR 


Steer single-handed, maneuver in cramped quar- 
ters... keep the other hand free to control equip 
ment! The new International 300 Utility with 
power steering gives the operator finger control of 
the wheel—even with a two-ton load on a rear 
mounted fork lift, or with heaped half-yard bucket 
on a heavy-duty, front end loader. 


300 Utility design saves you money. The power 
steering unit operates from the tractor’s regular 
Hydra-Touch system, eliminating cost of a sepa 
rate pump. Similarly, if you want 5 speeds in re 
verse for fork lift operation, your IH dealer can 
quickly “‘flop’’ the tractor’s regular differential 
no costly, special gear units needed! 


1H power steering blocks kickbacks from the front Your IH Dealer will demonstrate! .. . look in the 
wheels, even on rough construction sites, leaving one classified directory, phone him today. For free specifi 


hand free to control the fork lift on the go. cation folder. write International Harvester Company, 
AL-7, P. O. Box 7333, Chicago 80, Illinois 


ms See Your 


International Harvester products pay for themselves in use — McCormick Farm Equipment 
and Farmall Tractors Motor Trucks Crawler and Utility Tractors and Power Units 


General Office, Chicago Iino 
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DO-IT-YOURSELF PLUMBING CLASS hears instru 
tor Ronne explain sprinkler systems. Here he shows 
an antisyphon valve 


Mi Teach 
PLUMBING 


services 


to Homeowners 


Do-it-yourself interest in plumb- 
ing projects keeps class sessions 
going II months in the year in 


California yard. 


A plumbing class is in its second year at Builders 

Emporium, Van Nuys, Calif. The instructor is Myron 

Ronne, who teaches classes in plumbing at a local 

, i junior college and who is also a partner in a hard 

; ware store in a nearby community. The free classes 
GOOD PLUMBING DEPARTMENT is natural tle in with 
class seasion Every item is priced. Pipe up to 12-inch 

lengths is displayed In table-top bins 
luly 9, 1956, AMERICAN L.UMBERMA? 
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ure held each Tuesday evening, 7 to 8:30, from Sep 
tember to July. 


Ronne, according to Jerry Block, president of 
Builders Emporium, teaches all phases of do-it-your- 
self plumbing; how to install sprinkler systems, water 
heaters, ranges, toilets, evaporative coolers and re- 
frigerated window coolers. A student attending 
classes during the full year gets a well-rounded 
course in all phases of do-it-yourself plumbing. Sub- 
jects covered are related to the season. During spring 
and early summer several sessions are devoted to 
“How to install a sprinkler system.” 


Uses mock-up. Ronne uses a mock-up of actual pipe 
in the firm’s conference room, which serves as a 
classroom. He also has actual samples of pipe, 
nipples, unions, valves, sprinkler heads and wrenches 
to illustrate his how-to lessons. After the class, stu- 
dents may pick up mimeographed outlines of the 
night’s discussions in the store’s plumbing depart- 
ment. 


In discussing any piece of equipment Ronne men- 
tions the name and price of the item, then passes the 
pieces of equipment around the class. For example, 
in showing the class how to cut into a water line 
near the meter and yard box, he shows ... and 
passes around . . . not only a one-inch nipple, a 
union, cut-in “T” and the *4-inch nipple fitted into 
the T; he also shows wrenches used. 


A class of 16 men and women were present at the 
session attended by American Lumberman’s repre 
sentative. Here are some of the questions they asked 


How to find out the size of the water pipe at meter? 
What agency can tell a householder the water pres- 
sure at his home? What water pressure is required 
for effective sprinkler systems? In what lengths is 
pipe sold? Where is the water shutoff at the meter 
or yard box? What is to be done if the yard box... 
which holds water meter ... is located in a paved 
driveway. 


Other questions: How to get pipe under the side- 
walk to a parkway? How deep should feeder pipe for 
a sprinkler system be? How far apart should sprin- 
kler heads be spaced ... in relation to water pres- 
sure? Where should a pressure regulator be located? 
Can a gate valve be used for individual shut off when 
rainbird sprinklers are used? 


Explains code. Ronne explained the city code re 
quirements for sprinkler system installation 
that a one-inch pipe at meter could be dropped to the 
next pipe size (*,); but that a *,-inch line required 
a parallel %,-inch auxiliary line cut in near the meter. 
He told the class that they could cut and thread 
their own pipe, or that the store would cut and 
thread it for them—at a reasonable fee. That once 
the pipe was cut and they had the required number 
of fittings, they could assemble the sprinkler system 
like an erector set. He showed how to connect an anti 
syphon valve and the reasons for using it. 


Almost 100% of the firm’s plumbing sales are to 
do-it-yourself customers. Vince Peccitto, head of the 
department, has made his display as live as possible. 
For example, instead of just showing sprinkler heads 
in bins, Peccitto has mounted them on pipe ready for 
operation. 


“We help a customer interested in a sprinkler sys 
tem by making a layout or furnishing him with 
graph paper so he can make his own. In short, we 
show him how to do the job.” 


Cut sizes of pipe up to 12-inch lengths are dis- 
played in table-top bins. Lengths ranging from 4” 
to 36” are displayed vertically at one end of the table 
in wooden bins. Each item is individually priced. 
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Do-It-Yourself Class Outline 
How to Install a Lawn Sprinkling System 


Advantages of: 
1. Uniform distribution of water 
2. Time and labor saving, 
3. Less costly than replacing worn hose 


Preparing the Lawn for Feeder Pipe—Use of Marker 
Stokes 
1, Excavation of existing turf, providing for replacement 
2. Depth of excavation and placement of dirt. 
3. Pre-soaking prior to excavating. 


Attaching to High-Pressure Side of Water Supply / 
1. How to cut into pipe line 
2. Placing “tee” in strategic location. 
3. Pipe size to get smaller the farther out you go from 
source of attachment. 


Use and Function of Anti-Syphon Valve 


1, Reason for use of anti-syphon valve 
2. Location of shut-off and valve 


Fittings and How to Use Them 
|, Fourway tee %4" pipe 
2. 4" nipple '/2" pipe 
3. Caps '/)" and %4" 
4. Reducing bushings. 
5. Reducing “tees'’ %"' to '/)"’. 


Types of Sprinkler Heads and Their Adjustment 
1. Full circle heads 
2. '/y"' circle heads 
3. Pop-up heads. 


Maintenance Problems in Connection With Sprinkler 
Systems 

|. Heads will not discharge water 

2. Only partial discharge of water 

3. Ground around head never dries out, always soft 

4. Fails to cover despite "8 foot on center” distance of 

heads. 
5. Avoid hitting heads with power mower, hand trimming 


Rainbird Type of Sprinkler 
Advantages of using, 
Specific application instead of sprinklers 
Types of sprinklers in use, full circle, or part circle 
Size of sprinkler tip and quantity of discharge. 
Methods of placing rainbirds to accommodate the pre 
vailing winds 
Individual shut off on each stand pipe 


Tools 

Pipe vise. Reamer with ratchet handle 

Ratchet pipe stock and die (%4"' and '/4" dies) 
Cutting oil and oi! can 

Pipe cutter, 

Tube pipe “dope” 

(2), 14° pipe wrench 

10' steel tape 

50° steel tape. 


Materials 

Sprinkler heads, full and half circle 
Rainbirds full and half circle using '/2'' pipe 
3 way tee, '/2". 

/," cap and plug 

Y,' anti syphon valve 

'/,'' qate valve and ¥," gate valve 
'/," union and ¥%"" union 
'/y"coupling and %4"' coupling 

Vy" 90° L. 

6" «'/,"" gal. pipe nipple 

24" «'/2" gal. pipe. 

(2), 2" close pipe nipples 

{2}, '/o" short pipe nipples 
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WOOD LUMBER COMPANY 


1104 CANAL STREET—AT RIVER 
DECATUR, ALABAMA 
Phone 306 or 3139 


Guarantee 





7 

y — 4 ‘ 
/ ? etrA 
j - A 

4 
Located at / ~ 2 
Upon completion of this work we g@grantee all material and labor against faulty material or workmanship 
or An Km 1 

fora period of 
Upon written notice of suth faults we will repair or replace same within a reasonable time at no 
f harw 
This guarantee extends to ordinary wear and tear and does NOT cover faults or damage due to lightning, 
cyclones, hail storms, accidents or vandalism, It also does not cover faults in material or u rkmanship 
not furnished or performed by this company 


ee 


Certified for WOOD LUMBER COMPANY 


By FP, Ml CUre <.... 





a 


WRITTEN GUARANTEE covering both materials and labor is given homeowner follow 


ing completion of job 


BEFORE-AND-AFTER pictures of a remodeling job done by Wood Lumber Co 


Concrete porch, carport and new entrance are among the improvement 


etn, Wood takes pictures of each important job to show prospects 


homeowner 


A ad Guarantees Home Repair Jobs 


Fa When the Wood Lumber Co., De Here are the highlights of 
‘ * 4 ae ap 4 “* « 
J Ss ; 
A labama d ale r catur, Ala., started a package home Wood's home repair plan 
+ ° repair service seven years ago, 1. Packaged job. The compan) 
repalr- remodelin “a owner John Wood, hired three men poms = «Mle pees 
_ ; a sublets only the plumbing and con 
‘ to handle this type of work. Today 
° ° nee ty crete work 
iii k . 12 he keeps 12 men busy most of the 
service eps « me- year handling home repairs, which 2. Trained mechanics. The firm 
run from $500 to $1,200 each. One has trained carpenters, painters 
4 . : ‘epair b, which turned into ; and an electrician. The mechanics 
ohac hs repair job, | Oo a 
hanic busy ° big remodeling project last fall, are courteous as well as competent 
totaled over $10,000 Homeowners like to have them 
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around and frequently call them 
back for a second or third job. 


3. Financing. While some of the 
jobs are done under FHA Title I 
and others are financed through 
direct bank loans, a surprising 
number of the repairs jobs are for 
cash. 


4. Estimating the job. To esti 
mate the material needs for every 
repair job on his program, John 
Wood uses a lumber guide, which 
quotes lumber sizes in lengths of 
100 feet. Wood reports that the 
use of this guide helps him very 
much in quickly and accurately 
estimating small and medium re 
pair jobs. 

“To make a_ package’ repair 
service function profitably,” says 
Wood, “much attention must be 
paid to the type of men who are 
hired and trained. They need to 
be good carpenters, trained in one 
specialty, but they need to have 
other skills, too, so that they can 
be shifted from one phase of a 
repair job to another, enabling us 
to make the most of their time 
Our men stick to this program. 
They are well paid, and they know 
what we want. 

“If we wanted to expand this re 
pair program we could, but we 
are satisfied to keep it at a 12-man 
level for the time being at least.’ 


5. Written job proposal. No mat 
ter how small the home repair job 
is, the customer gets a written pro 
posal from the firm outlining the 
work to be done and the method 
of payment. If accepted, this pro- 
posal is signed by the homeowner. 


6. Job guarantee. When the work 
is completed the homeowner is 
given a special one-year written 
guarantee covering material and 
labor. Roofing jobs are guaranteed 
10 years. 

7. Promotion. Wood Lumber Co 
advertises their package repair 
service regularly. One salesman, 
John Herrin, follows leads and es 
timates the jobs and Wood makes 
out the job proposals. 


&%. Job records. Wood keeps elab 
orate records of each job and he 
often refers to these records, when 
the customer comes in and wants 
additional work done. Some cus 
tomers have had as many as five 
different repair and remodeling 
jobs done by Wood. One of Wood’s 
files shows list of jobs completed 
for each customer; a second file 
shows the jobs under construction 

All material for the package re 
pair jobs is purchased from the 
retail store, which since January 
1 has operated as a Munford asso 
ciate dealer store. During the first 
three months of 1956, the retail 
store did 30% more business than 
the same period last year. 
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GREENLEE TOOL Co. 
2267 — 12th STREET, ROCKFORD, ILL. 


most people 





still want quality! 





— oe he 


that’s why it 
always pays 
to sell 
GREENLEE 


The minute you hand a Greener tool 
to a customer, he can ‘‘feel’’ the 

fine quality and extra workmanship that 
go into its making. Every Greenest 
tool is carefully formed and finished for 


le 


accuracy and correct cutting edg 


and properly heat-treated for strength 
and long life. Built to do day-in, day- 
out hard work swiftly and cleanly, 
GREENLEE tools bring /asting satisfaction. 
This means that more customers keep 
coming back to you for more fine tools, 
when you sell Greencee. Line includes 
famous Greener 22 Solid-Center Auger 
Bits... Eleceric-Drill Bits... Expan- 
sive Bits... Chisels... Gouges 
Turning Tools... Drawknives . and 
many more. Ask your wholesaler, ot 


write for free, new complete catalog. 


GREENLEE 


FREE! HAND TOOL 
PROFIT CHART 


Quickly converts cost per dozen of various 
items into unit cost. Gives profil percentages 
on selling prices and on costs, to help you 
tapidly figure your markups. Tells your 
profit story in seconds. Free to hardware 
and building supply deolers send 
request on you letterhead, 
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WHAT SHOULD YOU SELL 
TO MAKE MORE MONEY 
MATERIALS LINE? 


IN YOUR BUILDING 


he kind of building materials that are attracting your 
customers attention 
that give something extra, That’s why so many deal 
ers are now selling the extra advantages of Armstrong 
Building Materials. These products have valuable 
extras built right into them—-new features that add 
comfort, beauty, economy, and value to homes. They 
cut handling costs for both your customers and you 


and dollars—today are those 


and offer you bigger profits per sale. 
Extra features are found in all Armstrong materials 


shown on these pages. (1) Cushiontone—a new ceil 


ing material that puts sound conditioning within reach 
of practically any home owner. This acoustical tile 
gives you more profit than dry wall, regular tile, or 
plaster ceilings. (2) Temlok Roof Deck—a new 4- 
in-1 material designed for low-pitched roof construc- 
tion. It replaces several old-style materials, yet gives 
you more profit than all those materials combined. 
(3) Temlok Sheathing—a modern building material 
that adds strength and insulation to homes, cuts labor 
time 35%, and adds to your profits by reducing in- 
yard handling time. 


1. SELL THE NOISE-QUIETING COMFORT 


OF CUSHIONTONE CEILINGS 


Full Random* Cushiontone brings the modern comfort of sound con- 
ditioning to homes by absorbing up to 80% of the noise that strikes it 
Tell your home owner customers that with Cushiontone they can quiet 
noise and cover cracked ceilings in one simple installation. A builder 
gains a new sales feature that can soon be as much in demand as ait 


conditioning 


And you make more money, because your profit is 


bigger with Cushiontone than with other ceiling materials 


So do builders 


The growing popularity of the 
family room has created a rapidly 
expanding market for Cushion- 
tone . . . in both new and re- 
modeled homes. Many families 
first learned about Cushion 
tone in national ads appearing 
monthly in American Home and 
Better Homes & Gardens 








As the roof goes down the ceiling goes up 


2. SELL THE COMPLETE ROOF DECK AND FINISHED 
CEILING OF TEMLOK ROOF DECK 


In this 4-in-1 material, you give builders a strong roof deck, complete 
roof insulation for any climate, a vapor barrier, and a beautiful ceiling 
that needs no further finishing. Temlok Roof Deck cuts labor time 
50% , saves builders up to $250 per house, and gives low-priced homes 
a luxury look. And you make more profit on Temlok Roof Deck than 
you do on all the old-style materials it replaces. You also greatly re 


duce handling time in your yard 


3. SELL THE EXTRA STRENGTH AND 


INSULATION OF TEMLOK SHEATHING 


This nationally known fiberboard sheathing 
gives your builders’ homes greater structural 
strength eliminates corner bracing with 4’ x 


‘ 


®’ x 


” 


Big savings in your yard SIZE... provides an important layer 
of insulation .. . and is made weatherproof by 
the exclusive Rain-Shield® finish. ‘Temlok also 
hE 


cuts application time by 

lemlok reduces costs, because it’s easy to 
handle. One hoist of a lift truck loads enough 
lemlok to sheathe a house. Temlok also gives 
you free local advertising. With each mini 
mum half carload, Armstrong will print your 
name and address free on every board 

For full details on the extra features and 
extra profits in Armstrong Building Materials, 
see your Armstrong wholesaler or write Arm 
trong Cork Company, 3507 Rieker Avenue, 


Lancaster, Pennsylvania 


and at the building site, too. 


Make more profits this year with 


Armstrong BUILDING MATERIALS 


Temiok™ Roof Deck * Temilok Sheathing * Temilok Tile * Cushiontone”™ Ceilings 
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Ed DeMotte, advertising manager, W est 


Lumber Co., Atlanta, Ga., finds a lot of 





profit in lumber “‘waste.”’ 
/ 


1 SHOWROOM LUMBER RACKS for measured piece-p! ed 
tock hold about 600 board feet of light and dark hard 
vood (100° markup) and pine (50% markup). Rach 

f lumber dealer identity’ to the showroom, account for 
$500 in monthly sale 
60 PANELING VARIETIES are mounted on sliding door 
hardware along one wall. A six-inch-wide face plate serve 
as added sample and handle. Displays in two of West's four 
retail stores in Atlanta help sell 60,000 board feet pert 
month 
FRONTIER CABIN PLAY HOUSES come in two size 
1x4 ($14.95) and 4x6 ($19.95 They're made with inter 
locking boards (waste paneling) since last summer, firm 
old more than $5,000 worth at i 80° markup. Patio 


tools are a hot ummer item 


CANINE COTTAGES are old KD in two size $7.95 and 
$11.95. Roof is hardboard. During last fall and winter sea 
ol 200 were old 

MITER BOXES, gun rack and wood block Anyone who 
buy a miter box (75¢) usually buys a back saw ($2.49) 
and we get a nice profit on the $3.24 total ay Ed. Firm 
old 600 miter boxes this past year gun rach zo fast at 
Christmas time 

KITCHEN COUNTER TOPS (plastic laminate on ply 
wood) were once discarded. Displayed, they sold briskly 
at $1. Price is now $2.29 each. Last year, 1,200 were sold 


About 90% of buyers also bought wrought iron leg sets 





cial SOF View. 








With Delfair Pallet-Pak you can lower 
your handling costs by use of a fork lift 
in unloading, warehouse handling and 
loading on customer’s trucks. Require 
less time in tallying, for each Pak is 
tagged with bundle tally and footage 
shown. Permits fast, accurate inventory 


of stock on hand 


SHIPMENTS 


Various grades and sizes of Delfair Pal 
let-Pak may be loaded into one car. In 
addition to Pallet-Pak units, standard 


Delfair products are also conveniently 





adaptable to all types of mixed-car load- 
ings, including Yellow Pine products as 


well as oak flooring items. 








D. L. FAIR LUMBER COMPANY 


LOUISVILLE, MISSISSIPPI 
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SHOWCASE HOUSE before OHI 
(foreground), Millard Home 


Ji 


project 
juilding Service 





2 

7 

4, ~ 
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Dick Soskin 
remodeling 


Sales manager 
expects to double his 


started 


Jay OL in Action Showcase House 
Dramatizes Better Living 


Remodeling a 200-year-old house, four New York 


state firms attract people who are interested in home 


improvement ideas. 


To dramatize the fact that any 
home—regardless of age—can be 
remodeled, four Poughkeepsie, 
N. Y., firms are cooperating in a 
joint venture to renovate a 200 
year-old Dutch colonial home and 
convert it into a showcase for 
home improvement projects. 

The affiliated group—two retail 
lumberyards, a home construction 
and improvement firm and a com 
bination kitchen, electrical, plumb 
ing and heating company—formu 
lated a five-point sales program to 
capitalize on Operation Home Im 
provement, ACTION and local im 
provement promotions. Here’s how 
their program works: 


1. When any one of the group 
receives an inquiry about home 
improvements, a special effort is 
made to determine the extent of 
the job and when estimators can 
call. 


2. If a job involves two or more 


of the participating firms, esti 
mators from each make arrange 
ments to call at the same time 


3. Plans, sketches, materials 


54 


lists and labor cost estimates are 
prepared at the office. 


1. A representative returns to 
the prospect’s home within a few 
days to conclude the deal. 


5. Since financing is the key to 
remodeling sales, the group pushes 
Title | and budget terms to close 


sales, 


Remodel showcase house. When 
Millard Home Building Service, 
one of the four cooperating firms, 
bought a 110-acre estate for a sub 
division it also acquired a 16-room 
colonial home, Though rundown, 
the two-century-old house was 
structurally sound. Looking over 
this building with its 30”-thick 
foundation and sturdy oak beams, 
the group decided the $15,000 
house was a natural for OHI pro- 
motion. 


Though not entirely remodeled, 
the house now is a collective show 
case for small home improvement 
jobs. About $30,000 was spent on 
improving the house. This in- 
cluded: changing the roof design 
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, 


from mansard to gable; modern- 
izing porches; removing ginger- 
bread; installing new windows and 
shutters; sandblasting and tuck- 
pointing brickwork; adding a two- 
car garage and a driveway; pav- 
ing sidewalks; installing new heat- 
ing, plumbing, electrical and air 
conditioning, and improving the 
landscaping with the addition of 
fences, shrubs and outdoor living 
equipment. 


The first floor includes a large 
living room, study, dining room, 
lavatory, country kitchen with a 
fireplace and built-in cabinets. 
Second floor contains four bed- 
rooms and two baths. Attic, or 
third floor, has a recreation room, 
solarium and bedrooms. The base- 
ment has become a_ recreation 
room, 


Contractors tie-in. Twenty subcon 
tractors contributed their services 
at cost to remodel the house. 
Wholesalers and manufacturers 
also contributed to the venture. 
The house will be sold to a private 
buyer and the gain or loss pro- 
rated among the _ participants 
later this year. 


The four affiliated firms spent 
between $2,000 and $3,000 each 
promoting home improvements. 
Last spring, a special newspaper 
section announced the house was 
open for inspection and invited 
homeowners to come in and see 
the special phase of the project 
that applied to their special needs. 
Each visitor received a brochure 
describing the project and listing 
the cooperating contractors and 
other firms. Visitors signing the 
register were asked to list their 
current remodeling needs and this 
helped develop an active prospect 
listing. 


In the various rooms, “before” 
pictures are mounted in a promi- 
nent place. Each phase of the spe 
cific remodeling job is credited 
and priced. The larger remodeling 
jobs show monthly, budget terms. 


Affiliated firms. Presidents of the 
member companies in the joint 
venture include: Charles Over- 
dorf, Millard Lumber Co.; William 
Howell, Millard Home Building 
Service and the Red Oaks Mill 
Lumber Co.; and William Kaiser, 
Red Oaks Mill Machine Corp. Each 
man holds offices in more than one 
of the above companies. Howell 
also operates a real estate and in- 
surance business; Overdorf is a 
director of a local bank. 


Millard Home Building Service 
has been handling home improve- 
ment jobs for about 20 years and 
employs a crew of 16 men. These 
men work on new construction in 
the summer and home remodeling 
in the winter. Home improvements 
account for 60% of the firm’s vol 
ume. 
1956, 
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Know how very little 
inventory-space this 
big-selling door takes ? 


Modernfold comes complete in one slim package for fast 
over-the-counter sales 


Here’s downright magic—a profitable 
large item that doesn’t eat up your 
inventory space! MODERNFOLD Doors 
are substantially built with all-steel in- 
terior framework ...they come complete- 
ly equipped with necessary trim. Yet 
they fold into compact packages. 

MODERNFOLD Doors are in big demand 
for new homes and remodeling. Month 
after month, impressive one- and- a-half 
page national advertising pre-sells their 
space saving features, their convenience 
for closet openings, their lifetime quality. 
What an opportunity to get more profits 
out of small inventory space! See your 
MODERNFOLD Distributor, or mail the 
coupon right away. 

Attractive kitchen featured in MOOERNFOLD national ade—in American 


Home, Better Homes and Gardens, House Beautiful, Living for Young 
A NATURAL FOR "DO-IT-YOURSELFERS”’ Homemakers, Sunset and Smali Homes Guide 
-IT- 
MopERNFOLD’S low-cost “Spacemaater” line 
Available in these popular sizes 


Fit Opening Width of Fit Opening Height of: | 
2’. 6-6" or 6-84" 
2'-6" | 6'-6° or 6-814" | 
Ec 6-6 or 6-8 

A __| 6'-6" or 6'-6)4" or 8-0" 


MODERNFOLD NATIONAL ADVERTISING SENDS PRE-SOLD CUSTOMERS TO YOU 





New Castie Products, inc., Dept. G24, New Cast 


“Custom” Line 


“Spacemaster” Line 


©1956, NEW CASTLE PRODUCTS, Im 


in Canada: New Castle Products, Ltd, Montreal 6-/n Germany: New Castle Products, GMBH. Stuttgar 
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More Than Ever Your Best Lumber Buy — 
Packy's “QUALITIZED” Tree Farm Products 


Quality is always in AomanaN, _and.when Packy 


says ‘Qualitized’, he means just that 


From tree farm to finished product, quality control is the first 
consideration at Pack River. 

Selective logging, careful manufacture and remanufacture, scientific 
kiln-drying — and double-check grading — assures you of the finest 
in all Inland Empire species. 

Careful and prompt attention to your orders means more profitable 
operation for you, more satisfaction for your customers. 


Call or write now to be assured of 


service where quality is the 


first consideration of p AC K it ; V E x 


service and product. (Cp) TREE FARM les ] PRODUCTS 
fa 


</e ee 
P.O. BOX 1452 SPOKANE, WASHINGTON 
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DO-IT-YOURSELF SALES THRIVE 
ON PACK RIVER 


















































TENEX is a new, made-to-order profit builder for you in 


your Operation Home Improvement Promotion. This new 


weave-textured panel of wafer wood appeals to the ‘‘do 
it-yourself’’ hobbyist as well as to the commercial con- 
struction industry and the custom builder, TENEX brings 
new beauty combined with remarkable dimensional sta- 
bility and strength. it requires no special treatment for 
working or finishing . .. just use ordinary tools and 


ordinary methods 








TENEX is available in 4’ x 8’ and 4 x 16’ panels, ‘«-inch 
thick. 
PACK “A&R 
a2 IVER 
q TREE FARM << PRODUCTS 
i/e / 
P. O. BOX.1452, SPOKANE, U.S.A 
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SMART WINDOW 
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SMART WINDOWS--as measured by exacting modern 
standards must be both beautiful and functional. 


For the beauty and insulation of wood—for easy 
operation and full removability—there’s nothing 
like an R-O-W Window~—-always the leader and 


Li F@ LOx, recently further improved by LIF-T-LOX. 


hO W and Lif-T-Loa are the registered 
trade-marks of the h-O’W Bales Company 


R*O+W SALES COMPANY, 1363 ACADEMY AVENUE, FERNDALE 20, MICHIGAN 
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SMART WOMEN know that picture windows should 
be used only to frame a really desirable view. 
There is no substitute for adequate natural 
ventilation and reasonable privacy. 


Cleaning and painting time is cut in half for the 


/ 
smart women who insist on R-O+W Windows. ‘LIF@Lox, 


HOW and LAf-T-Lox are the regietered 
trade-marks of the HU W Sales Compeny 


ReO-W SALES COMPANY, 1363 ACADEMY AVENUE, FERNDALE 20, MICHIGAN 
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SIMULATED WALL SECTIONS are 
used by Rubenstein Lumber Co., Chi 
cago, to show how batt, roll and loose 
fill insulatior look installed Glass 
faces are applied to the studs in the 
ections showing loose insulation 
ae 


° 














Make INSULATION SALES 


This article tells you (1) where to find insulation customers and 


(2) how to sell them. 


It’s not always easy to sell insulation’s intangible 
assets when customers are dazzled with appliances, 
flooring, tile, hardware and other eye-appealing items 
making up a new home or remodeling package. The 
salesman’s initiative and some creative merchandis- 
ing to explain the future benefits of insulation can 
go a long way toward clinching the sale. 

Few customers know the type of insulation they 
need, how much it costs and what area it covers. 
Helping the homeowner answer these questions is 
the most powerful sales tool used by itinerant ap 
plicators to siphon insulation sales away from the 
building materials dealer. 

Why can’t the lumberman use the same tactics? 

sasically, the successful insulation sales pitch is to 
analyze the prospect’s needs, arrange for financing 
and frequently show him how he can save money by 
installing it himself. 

A dealer should first study the market for insula- 
tion in his community and plan a campaign to cap 
ture it. 


? 


Job sources. Next to new construction, homes built 
within the last five years are the hottest prospects 
for insulation. In these relatively new homes, the 
builders often skimped on insulation to save money 
to provide the frills which sell homes. 

In too many cases, builders advertise homes as 
“insulated” when a loose-fill or batt-type insulation 
has been applied between the ceiling joists. This the 
customer can see, but he can’t see if there’s insula 
tion between the studs. After one or two winters of 
high fuel bills, the homeowner may investigate more 
thoroughly. If there isn’t any in 
sulation between the studs, the lum 
berman has an insulation customer 

This is borne out in a survey by a 
Chicago savings and loan associa 
tion in a study of its Title I loans 
made during the past year. The 
group learned that more than 5% 
of the first year loans included some 
money for insulation. About 80% 
of the loans were for combination 
storm and screen doors, so winteriz 
ing becomes important after the 
owner is in his home a year or two. 

Jecause of the shortage of in 
sulation crews or to save money, a 
large percentage of these homeown 
ers must install their own insula 
tion. A manufacturer of a fibrous 
type of insulation has designed a 
portable blower, which any handy 
man can use. Dealers can pur 
chase this blower from the manu 





HCMEOWNER CLASSES are used by Maurice Collins 
right, of Wright-Bachman Lumber Co., Indlanapoli to 


pread the gospel of good insulation 





facturer at cost and rent it to their SMALL WALL SAMPLES do a good job of selling all type 


customers. 
(continued on next page) Waukesha 
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Using this machine, a of insulation in a minim 


of pace at Wilbur Laimber Co 


Wi 


WALL SECTIONS of a 


simulated home 


at Ed Williams Lumber Co., Canton 


Ohio, demonstrate insulation application and vapor barriers 


homeowner can insulate an 
age-size home in one day. 


(Write American 
139 North Clark St., 
the name of thi 

The market for insulation is also 
expanding in rural areas, both in 
farm homes and animal shelters. In 
creased egg production is the re 
sult of poultry houses which are 
well ventilated and insulated. The 
need for insulation is even greater 
in brooder houses, where supple 


avel 


Lumberman, 
Chicago 2, for 
manufacturer.) 


mentary heat must be provided to 
keep the chicks comfortable. Rural 
building materials dealers who 
rarely stocked insulation a few 
years ago, now sell it by the truck 


load 


Do-It-Yourself. “There’s a won 
derful market in do-it-yourself in 
sulation, especially the fill types,” 
says Robert F. McGowan, who 
owns a yard bearing his name in 
Slippery Rock, Penna. “We've 
stocked vermiculite fill ever since 





job. 


a do-it-yourself basis. 


done now. 





Insulation Sales Clinchers 


naitior 


ever 


Which type of insulation is best and most economical, for a specific 


The area that can be covered by a bag, batt, or roll of insulation. 


How insulation jobs can be financed under budget terms or as a 
part of a Title | improvement loan. 


Types of rental tools and blowers available to get the job done on 


The long-run advantages of a good insulation job; why it should be 
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we opened this yard and with a 
little instruction the homeowner 
can put it in himself.” 

An alert northern Illinois lum- 
ber dealer sold future homeown- 
ers in a subdivision on the idea of 
insulating their homes while un- 
der construction. The dealer’s 
specs called for insulation only in 
the ceilings. By showing prospec- 
tive homeowners how to save 
money by installing a batt-type in- 
sulation during the weekends, this 
dealer sold truckloads of insula- 
tion. 

In Indianapolis, Wright-Bach- 
man Lumber Co. shows the signifi- 
cance of insulation in its classes 
for home handymen. At one of the 
six weekly sessions, sales manager 
Maurice Butler shows 150-200 stu- 
dents how to apply reflective and 
batt-type insulation. 


Important savings. Research by 
the University of Illinois Small 
tiomes Council showed that $240 
spent on insulation could lead to 
savings of $700-—$900 on the ini- 
tial cost of air-conditioning units 
and reduce operating costs 
58%. 

Similar savings are possible 
when installing heating equip- 
ment in new homes. With a prop 
erly insulated home, a smaller 
heating unit can be installed. Be 
sides a lower initial cost, it will be 
more economical to operate. 


also 


Know the product. Since no one 
insulation can be classified as best 
for the various applications in a 
house, salesmen must familiarize 
themselves with the many types 
available. 

Part of the salesman’s job is to 
show the customer what area can 
be covered with a bag, roll, or car- 
ton of insulation. By studying the 
packaging of various types of in- 
sulation a salesman is in a better 
position to do a creative selling 
job. 


Promotion tips. The current 
trend is to show a mockup or cut 
away section of a house wall. Ac 
tually showing customers the 
product in use removes the 
mystery from insulation installa- 
tion. 

A study of lumber dealer ads 
promoting insulation shows that 
many dealers fail to exploit the 
covering properties of various in- 
sulations. In the majority of cases, 
the ads merely offer insulation at 
so much a bag without telling how 
large an area a bag will cover or 
to what depth. 

No other product handled by the 
lumber dealer calls for more con 
sistent, aggressive creative sell 
ing. This challenge is being met 
by lumbermen all over the nation 
who are getting across the idea of 
cost savings and comfort to home 
owners. 
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PROFIT POINTERS 


1, Revolutionary 2+4-1 plywood combination subfloor 
underlay panel offers real volume sales opportunities. Used 
over supports 48” o.c., new panels can save up to $500.00 
per house over conventional shiplap and joint construction 


3. Boat Plans featured in small newspaper ads resulted in 
Exterior plywood sales increase of over 100%. E. McKinney, 
manager of the Pabst Lumber Co., Houston, reports “terrific 
response due to use of DFPA boat plans merchandising kit 


PLAY IT SAFE! 


You're sure 


and sell only OFPA grade- 


There's 


ed fir plywood 


e for every job 


RUILDING Propucts MERCHANDISER 


INSIST ON 
DFPA INSPECTED PANELS 


of quality when you 


( ircle Vo 


New Subfloor-Underlay Panel 





Pipsqueak Sailboat 





Boat Plans Double Sales 





Summer Sales Drive 


2. 5-Foot Exterior Plywood Sailer, featured in LIFE magazine 


and network TV shows, is light, strong and sturdy. Designed 


for two tots or a single adult. Plans as well as complete full 


size patterns are available from DFPA,. Send for details now 


warm weather “do 


4. Summer Sales Drive to increase dealers 


it-yourself’ sales continues in July and August in home mag 


azines and Sunday newspapers. If you haven't received your 


free tie-in plans kit (or need extra plans) rush coupon today 


PS SQeeeese eas eaeeee aa ecoeo a 


DOUGLAS FIR PLYWOOD ASSOC., Dept. Al, Tecoma 2, Wash ' 


1. New 2.4.1 Send 

. » specificatior Plea nd the material checked at left y 
silability ; 

2.5 Sailboat 

sample pla ' 

mation « 

patterns ! 
3. Boat Plans — Enclosex ry 

is $2.75 for complete boot 

sla smerchandising ess r 

) 460 ' 


d, bar 


sckage includes 
ynter star 

et 
4 Summer Sales Drive 
send molete free kit 
or pla fed if 
extra plans desired please 





rder by number 
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$3 on Coupon 
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BIG WAREHOUSE STOCKS insure prompt delivery to the dealer cus 
tomer. This is part of Stanton’s Los Angeles warehouse 


aster Wholesaler 
Award Wholesaler Helps Dealers 


Jn wecognition of autetanding 
es mmenplioliennente in the editor of 


American Cumberman 
Hereby 


cm * * © 
ae = ila Lick Price Competition 
. Viren on wi he : . 
Give the customer what he can’t get elsewhere, 
talk product benefits rather than price—that’s part 


of this California Master Wholesaler’s success 


formula. Here are the details. 











There are few more competitive markets for 
huilding products in the U.S. than southern Cali 
fornia. And in this super-competitive market, one 
of the most competitive situations is in insulation 


hoard pr oducts 


Yet, in the face of this siiuation, a southern 
( alifor nia insulation hoard wholesaler rece ntly 
topped the wholesalers of the nation in per 


centage of sales gain 


This exclusive American Lumberman inter- 
view reveals how this sales-minded insulation 
hoard wholesaler achieved this record and how 
he helps his dealer-customers avoid “picking with 
the chickens” in profitless price competition 

“It is difficult to sell quality when there are 
five or six firms shooting at your price, but there 
is a way around this dilemma.” 

This is Leroy H. Stanton, Sr., speaking. He is 

’ rd head of E. J. Stanton & Son, Los Angeles whole 

LA 3 sale building products firm. In showing retail 

lumber dealers in southern California how to 

DISPLAY PANELS in Stanton’s office are similar to panel find the way around this price selling dilemma, 


rovided dealet i ales ale ett rhit tanton 

jie wonalipengy ‘ids, Left to right, L.. H. Stantot his company has built up an unusual record 
former Snark of the Universe and Fred Losch, man . 

ager of Stantor peclalty department in the Los Angeles For two years in a row, the firm has received 


area the Armstrong Cork Co. award for the highest 
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WHOLESALE ONLY is more than merely 
who says: “You must either be 100% wholesale or 100°, 
no in between.” 









sales of Armstrong lumber dealer products, in 
relation to territory potential, of any wholesaler 
in the western region. 

When the award to Stanton was made for the 
year 1955 (American Lumberman, April 30, 1956 
issue) it was revealed that the firm had the high 
est sales gain of any wholesaler in the nation 
There was no official award for that record! 

Stanton’s competition-beating formula is sim 
ple: sell something no one else has. This idea is 
constantly urged upon the firm’s dealers and 
the benefits of such a policy are pointed out 

The policy has important henefits. too. Stanton 
can point to sales by retail lumber dealers, on a 
non-competitive basis. to some of the biggest 
tract home builders in the business—men who 
normaily are considered exclusively price buyers 
Stanton’s sales philosophy, passed on to Stanton 
dealers, resulted in these price-minded builders 
wanting certain products so much that price was 
not even discussed. 

Stanton does not emphasize it. but it is obvious 
that if his firm were able to make sales records 
for two years in a row selling to dealers. those 
dealers must have made sales records, too. Thus. 
Stanton’s own formula, successful in outselling 
other wholesalers, also works for retail lumber 
dealers 


Success formula—Wholesaler Stanton speak 
ing again: 

“There’s no great secret to it, we just re 
fuse to get down and pick with the chickens.” 


By this, Stanton means that where competi 
tion gets down to a soleiy price-cutting basis, 
his firm isn’t interested. He’d prefer to let some 
one else have the dubious pleasure of getting 
the order on a cut-price basis. 


sy following the Stanton sales method, deal! 
ers find they do not get into a price-cutting 
hassle—for one simple reason: Stanton’s re 
tail lumber dealer customers sell at least one 
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a slogan to Stanton 
retail this medium-priced home with Philippine mahogany 








SPECIALTY SELLING by Stanton’s firm | 


paneling 





which no one else has 





produc { 


In Stanton’s own case, he has built his sales 
success in the highly competitive insulation 
board field through selling one manufacturer's 
line. Before establishing the firm as an Arm 
strong wholesale distributor, Stanton studied 
the lines of other manufacturers. This study 
was intended to locate the advantageous differ 
ences—and it did 


“Without the full-random acoustical tile,” 
said Fred Losch, Stanton’s manager of specialty 
sales, “we couldn't have done the job for the 
manufacturer and ourselves.” 


In Stanton’s opinion, he has a specialty prod 
uct, which is different from anything any other 
wholesaler has to offer in his territory 


“We base our dealer sales aids in insulation 
board products on acoustical tile,” Losch ex 
plained. “We have our salesmen call on home 
builders in behalf of our retailers and they al 
days start talking about the product and the 
benefits it offers, rather than getting into price 


discussion 


Helping dealer sell—‘‘The good wholesaler 
should give the same aid to the dealer that a 
good manufacturer gives to a good wholesaler,” 
Stanton observed. “If one of our dealers has a 
sales meeting, our men are present to tell about 
our products; we don’t depend on the manu 
facturer’s men to do this. For one thing, if we 
expect the dealers to do a job for us on these 
products, we've got to back them up and there 
are far too many of them for the manufas 
turer’s representatives to handle 


“We make sure that no one gets the idea that 
the wholesaler-retailer chain of distribution 
can be broken. We won't even let our trucks 
take materials onto a job, so that someone who 
ees the truck won't think, ‘That wholesale 
elling direct to the builder 


(continued on next page) 
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BUILDERS 


EVERYWHERE 
use 


From foundation to finish 
. the Donley Line of 
Metal Building Products is 


the more extensive line. 


Area Walls... Joist Hang- 
ers... Dampers... Laun- 
dry Chute Doors.. Flue 
Cleanout Doors... Crawl- 
Space Doors... and Attic 
Ventilators, represent only 
a few of the many depend- 
able, time-saving items in 
the Donley Line. In addi- 
tion, Donley provides a 
wide selection of Outdoor 
Fireplace Equipment. 
Over forty years of design 
and fabricating experience 
have earned Donley an en- 
viable reputation as a man- 
ufacturer of quality prod- 
ucts. Builders have found 
it profitable , . . and prac- 
tical . to use Donley 
Metal Building Products. 


Write today for a free copy 
of Donley’s new catalog 
featuring the complete 
line. 


Dove 


\/ METAL BUILDING 
/ PRODUCTS 
y 


Area Walls 


mn 


J Cavity Woll Ties 
(Wall Plate Ties 


al” 


Us 


Joist Hangers 


Joist Anchors 


oa ——= ) 
Wall Plate Anchors 


Ventilators 


ortenatel, 
Vertica 
Trienguler, 
Half and 
Guarter 
Circle. 


BROTHERS COMPANY 


Cleveland 5, Ohie 


6860- Di 
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“And in this market, where in some insula- 
tion board products, the big volume retailer is 
able sometimes to sell for about the same price 
that the small dealer buys for, good wholesaler- 
retailer relations are vital. Such a situation is 
said to be due to some large volume retail sell- 
ers of insulation products in the southern Cali- 
fornia market, who are alleged to have for them- 
selves a functional discount as a wholesaler, 
but not trying to do a wholesale business. In- 
stead, they are said to be using that discount 
in selling to contractors. 


Promotion does it—‘There is one more way 
in which we work with our dealers to help 
them sell more,” Stanton explained. “We help 
them promote more. First, of course, the ex- 
clusive product gives the dealer something to 
promote. Then we show him how to promote 
and provide him with the tools. 

“In these ways the dealer can overcome com- 
petition. If he were to do this on a price basis 
he must sacrifice quality or service or some- 
thing else. We tell our dealers that they 
shouldn’t do this, that we won’t do it, either.” 


Sells paneling—Outside of the business of 
insulation board products wholesaling, the 
main business of E. J. Stanton & Son lies in 
a rather specialized part of the lumber busi- 
ness, solid, unveneered hardwood paneling. 

In this line, the company is a manufacturer, 
wholesaling it in the local market and selling 
to other wholesalers in other domestic markets. 

“We feel we have made a retail item of fine 
wood paneling,” said Stanton. “We've taken the 
normal thick wood paneling, cut it to half the 
thickness, but still providing the surface which 
the buyer wants. This cuts the price in half, 


also.” 


Stanton makes use of the firm’s 10 species of 
hardwood paneling to aid his retail lumber 
dealer customers in the Los Angeles market in 
making sales to builders on a non-competitive 
basis. 

“At first, when we were introducing the 
paneling, we had to sell retail ourselves,” ad- 
mitted Stanton. “However, when we were able to 
persuade several retailers to handle the product, 
we closed off our own retail sales. 

“We'd select one dealer in each area and 
then, through our own leg work, we would de- 
velop orders for the area dealer. Previously, 
retail lumber dealers in this market had never 
handled hardwood paneling. It was a specialty, 
laid out and milled to fit a job rather than being 
sold by the foot. 

“Hardwood interior panels are in style now 
in southern California and our dealer-cus- 
tomers are selling to the biggest tract jobs as 
well as to smaller independent contractors. 


Job work valuable—“That illustrates,” ex 
plained Stanton, “the value of doing job work 
in behalf of the retailer. It helps show the re- 
tailer what the potential is in these products 
for him. Then, he can go to town in developing 
his own sales in the same way. Dealers have 
done it with the paneling and they’ve done it 
with the insulation board line. 

“Even when our dealer-customer can’t sell 
anything else at a profit, he can sell the acous- 
tical tile and the hardwood paneling. And if 
he is able to make one sale, he is in a far bet- 
ter position to sell his competitive items on a 
non-competitive basis. 

“Our retail lumber dealers are selling these 
to buyers, so the sales method is proven suc- 
cessful. They’d rather let someone else sell the 
items they can’t make any money on and so 
would we,” Stanton concluded. 
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NOW! ONE SLIDING DOOR HARDWARE SET FITS 
ALL STANDARD DOORS... ANOTHER QUALITY 
LEIGH PRODUCT AT A MONEY-SAVING PRICE 


NEW! 


Gg 
1zE MATIC 


SLIDING DOOR 
HARDWARE 


New LEIGH SizeOmatic Sliding Door Hardware Sets come with aluminum 
or electro-galvanized steel track. One package includes everything you need 
for a complete installation: track, nylon wheels, door pulls, and nylon 
door guides. 

Here is the industry's only truly universal packaged door hardware, 
identical sets fit all doors from 2” to 1%” thickness . . . an exclusive 
feature of LEIGH SizeOmatic Sets. You save money when you buy them, 


save time when you install them, 
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ALL THESE BIG NU. 
PLUS MODERN SOUND CONDITIONING: 








Clean, random -drilled holes! 


Nu-Wood random pa ttern tile f, 
tifically designed “sound traps”’ 

drilled tile Perforationg— NeW sound 
Conditioning plus beauty of appearance. 


Pre-decorated Surface jn White that actually 
8rows Whiter With age 48 proved by 
Fadometer tests, Pleasing Soft, matte texture 
lelps distribute reflected light 

is a truly beautiful 


Finished, Painted be, els! 
All tile bevels are Coated to match the decora.- 
tive White of the matte Surface... and the 
isti i bevel] of Nu Wood 
int lines for Pleasing appearance. 
Vels stay Cleaner longer because they regis; 
dust and dirt accumulation, 








Staple or adhesive “pplication! 


ue 


se. Take 
00d clip method 
tile... or Stapling 
‘+. OF using adhesive for 
Wood Conve 
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Fine timber, modern equipment, 
and ‘know how’ combine to make 
Ellingson Lumber 100% depend 
able 

Tell us your needs. 


ELLINGSON 


LUMBER COMPANY 


Klamath Falls, 
Oregon 
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NLMA Asks Reappraisal of 
Government Land Policies 


More than 175 leaders of the 
nation’s lumber industry attended 
a three-day meeting at the Olym 
pic hotel in Seattle, Wash., late 
in May. The occasion was the 1956 
spring meeting of the directors 
of the National Lumber Manufac 
turers Association. Pointing out 
that government agencies hold 
more than 25% of the commercial 
forest land and some 40% of the 
nation’s timber, NLMA’s 59-man 
board of directors urged that Con 
gress approve legislation authoriz 
ing special studies to effect “the 
most desirable pattern” of govern 
ment-private ownership for all 
lands and a more detailed report 
ing of national forest manage 
ment activities 

Other resolutions: 1, congratu- 
lated the U. S. Chamber of Com 
merce for its work in modernizing 
building codes and 2, applauded 
the National Paint, Varnish and 
Lacquer Association for cooperat 
ing with NLMA in a program to 
improve paint performance on 
wood, 

Also approved was a two-year 
research project aimed at the de 
velopment of “improved practices 
for unit packaging, shipping, han 
dling and storage of lumber and 
lumber products.” Both projects 
will be undertaken at the labora 
tory of the Timber Engineering 
(o., NLMA’s research affiliate. 

A highlight of the three-day 
meeting was a panel discussion on 
lumber’s future as seen by retail 
lumber dealers, home builders and 
building code officials. Partici 
pants were H, R. Northup, execu 
tive vice-president of NRLDA, 
Washington, D. C.; Albert Balch, 
Seactle, Wash., home builder, and 
Gilbert KE. Morris, Los Angeles. 


EMPLOYES of Spencer Kellogg and 
tuffalo, N. ¥y and their 
families gathered for an open house 
at the new Spencer Kellogg Research 
Center recently. Samples of Spencer 
Kellogg shortening and linseed oil 
were available as souvenirs. Over 450 
were in attendance 


Sons tic 


July 9, 


Manufacturer News 


Courtesy of International Harvester 
WOOD TECHNOLOGIST John Ball of 
Pack River’s Sandpoint, Ida., plant is 
shown experimenting with standard 
and novel finishes on Tenex, a new 
waferboard product 


New $1 Million Plant 
Produces Tenex 


Slabs, edgings and trims, once 
destined for burners at lumber 
mills on the Idaho panhandle, form 
the raw stock for Tenex, a process 
waferboard being produced by a 
new $1 million plant of Pack River 
Tree Farm Products at Sandpoint, 
Ida 

J. M. Brown, Jr., Spokane, presi 
dent of the Pack River Lumber 
Co., reports that “Tenex, unlike 
particle board, is started by slic 
ing pieces of sound wood across 
grain with cutter knives. Thin 
sheets of wood, or wafers, of vari 
ous widths result, formed into a 
uniform substance for board 
manufacture.” 


Ornamental Iron Meeting 


A national convention of orna 
mental iron manufacturers is to 
be held in Memphis, Tenn., on 
January 17-18-19. The three-day 
get-together will take place in the 
Claridge hotel. “Purpose of the 
convention,” advises convention 
chairman Lewis Curtis, “is to step 
up the ornamental iron industry’s 
overall sales during 1957.” 

(continued on page 72) 
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Between the furnace room Between the cold storage 
and a blanket of snow. and the blazing sun 


HERE IS THE 


scientific vapor barrier 
FOR ALL ROOFS 


airin MOtion _— semasers 


YOU SPECIFY YOU SPECIFY 

pre drilled nail holes iny of 4 finished ceilings 

32 or 48 nm centers Homasote with Linen 
Striated or Wood 
textured surface or 
Sote Ashestos Board 


YOU SPECIFY 
top th.ck 


’ 
3/32 





The final answer to condensation is nature's own principle 
of air circulation. In contrast with partial, mechanical vapor 
barriers — air ventilation, the normal flow of air in and 
around any structure, is truly a simple, dynamic solution to 
a fundamental weather problem. Now thoroughly tested and 
demonstrated successful, Wilson Air-cor Roof Decking em 
bodies the air-in-motion principle in its most complete and 


scientific form 


Wilson Air-cor is a rugged 2’ x 8’ panel with 16” of 
Open space at each end for air to flow freely in four air 
channels from panel to panel across the entire length 
of any roof. Homasote boards over three 2 x 2 wood mem 
bers, with batt-type insulation encased in vapor barrier 
paper on the lower inside, constitute the primary materials 


But Air-cor is much more than this description can indicate 


Besides being the only complete answer to condensation 
Wilson Air-cor Roof Decking is, in one material, a 
sturdy roof, the best insulation known, a sound-deadening 
partition, and a finished ceiling. Wilson Air-cor is available 


in two different top thicknesses and four different ceiling 


INSULATING. BUILDING 


BOARDS 


{ iN SIZES UP ~: 
4 8x14 


IN A WIDE Vaniery 


OF FORMS AND THICKWESSEs 
finist 


WOMASOTE ¢ 


orectior ny on TRENTON 
protection. Any on "Re rae 3 we 


Ome 
se A fm h 
miliar with Homasot cae en wate Ge aaee 
Insulating-Building Boards will 
recognize at once the advantages of this long-proven material 
The designing and production of this remarkable product 
f 


il example of the thoroughness of research 


and practical testing behind each Homasote produc The 
Homasot 1DOOK v vised throughout ali 6 
! other construction 

iilustrated Dbookiet ever 

construction 


qualit lans. As is the 


Homasote products are designed 
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The BENNETT 2-WAY PANEL SAW 
SOLVES YOUR panel cutting problems 


@ RIPS OR CROSS CUTS with 
out removing panel from 


machine 


® ONE MAN OPERATION 
one man con cross cul of 
‘ ao 4 x 12 panel 
quicker than two men can 


on @ table tow 


® ACCURACY 
consistently savore Verti 


all cuts are 
col and horizontal scoles 
ore attached for selective 
cuts 

@ SAFETY machine is fool 
proof. Completely safe for 
unskilled help 


There's no endorsement 
more genuine 
then a re-order! 


Reorders Prove Satisfaction 


Edward Hines lbr. Co., Chicago 
Tynan Lbr, Co., California 
Alexander Lumber Co., Illinois 
Peter Lumber Co., Pa. and N. J 
Whipple Bros., Inc., Pa. and N. Y 

U. S, Plywood Corp., N. Y. and N, J 
Diamond Match, Calif. and New Eng 


29 units 
2 units 
19 units 
6 units 
5 units 


for cutting to size big sheets of wallboard, 
plywood, tileboord, sheet plastics, etc., noth 
ing equals the Bennett 72 Way Panel Saw 
Satisfactory results are bringing reorders 
Note at the right some representative con 


4 units 


cerns which have reordered two to five times 8 units 


You can't afford to be without a Bennett 2-way panel saw. 
For more information write TO-DAY! 


RICHARD C. BENNETT MFG. CO. 


Circle No, 37 on Coupon, page 110. 


ae 0am Brand 


137 Silvara Rd. 
Laceyville, 
Pennsylvania 


Rollers 


Concave Face 


2 models, for fibre glass or metal screens. 


Oo 


AM NECIMLY | 


PRODUCTS OF MERIT mW) YW 


Standard 2” dia 


For inserting spline into frame after 
screening hos, been positioned. 
Standard stock sizes are .093, .105, 
125 and .170 width of face 

For fibre glass roller model, send 
1 section of channel, screen and 
spline to insure correct size roller 
Linoleum Paste 


Waterproof Cement Convex Face 
Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Stondard 2" dia. x 
Jell Size 1/16" face 


Patching Plaster Primarily used in putting the screen- 


ing into the frame slot. Can be sup- 


Plaster of Paris plied with 3/32" rounded edge 


Crack Filler 
Spockling Compound 
Wood Putty 
Daisy Brush Cleaner 


Flanged 


oe «ener 











and many other Products of Merit 
SOLD THROUGH LEADING WHOLESALERS 
EVERYWHERE 
Consumers Glue Company 


1515 Hadley St. 
St. Louls 6, Mo. 


Standard stock size is 2” ond 
1.5/8 diameters by 9/16" width 
of face 


Special sizes on all above tools can be 
made to order. Send specifications 


HOGGSON & PETTISMFG.CO. 22 
BOX 1650, NEW HAVEN, CONN., U.S. A. pssst 
Circle No. 104 on Coupon, page 110. 
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Vacuum Wood Preservers 
Meet in Wisconsin 


The Vacuum Wood Preservers 
Institute recently held its annual 
two-day conven- 
tion in Madison, 

Wis. T. P. Wier, 

Jr., Wood-Pro 

tection Co., 

Houston, Texas, 

was elected 

president. Also 

elected were 

vice-presidents 

Herbert Jordan, Wier 
Jordan Lumber 

(o,, Memphis, Tenn. and Joe 
Gauthier, Cowser Co., Dallas, Tex 
J. M. Reichenstein, Jr., also with 
Cowser in Dallas, was named sec 
retary. 

During the meeting, Institute 
members discussed methods of 
treatment, cost of treatment, ad 
vertising markets and the future 
of the vacuum treating industry. 
A highlight of the conference was 
a tour of th» U. S. Forest Prod 
ucts Laboratory facilities in Madi 


son. 


Products Display to 
Visit 38 Cities 

William Gillett, national presi 
dent of Producers’ Council, Inc., 
has announced plans for a $200,000 
traveling building products ex 
hibition. “To be known as the 
Home Building Caravan, the ex 
hibition will travel over 25,000 
miles and will be shown in 38 
major cities,” Gillett said. “Each 
exhibition will be sponsored lo 


SENATOR THOMAS KUCHEL (right) 
congratulates President Adolf Schoepe 
Kwikset Locks, In« Anaheim, Calif 
on the achievement of Kwikset in tak 
ing national leadership in sales of resi 
dential locksets 
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Obitaye” 


Frank P. Borden, for 20 years 
traffic director for Douglas Fir 
Plywood Association and well 
known in professional traffic 
circles throughout the country, 
died suddenly in Tacoma, June 
4, from bronchial pneumonia. The 
51-year-old executive was born 
in Denver, Colo., and he had 
been a_ resident of Tacoma, 
Wash., for 33 years. Surviving 
are his widow, a son and two 
daughters. 











cally by one of our chapters. The 
premiere is scheduled for Wash 
ington, D. C., on August 30.” 

The caravan will be on the road 
for seven months. It will be shown 
in Pittsburgh, Sept. 6; Toledo, 
Sept. 11; Cleveland, Sept. 26; Buf 
falo. Oct. 2; Boston. Oct. 5° New 
York (Garden City, L. I.), Oct. 9; 
Newark, Oct. 12; thitaueiphia, 
Oct. 16; Baltimore, Oct. 22; Colum 
bus, Oct. 25 and Detroit, Oct. 30. 

Other cities in which it will be 
shown are Cincinnati, Nov. 2; In 
dianapolis, Nov. 6; Louisville, 
Nov. 9; Charleston, Nov. 13; Char 
lotte, Nov. 16; Miami, Nov. 20; 
New Orleans, Nov. 26: Jackson- 
ville, Nov. 29; Atlanta, Dec. 5 and 
Birmingham, Dec. 10. The caravan 
will be off the road during the 
Christmas holidays and will re 
sume its tour in January after the 
NAHB convention. 





Expansion Programs 





CECO STEEL PRODUCTS 

Ceco Steel Products Corp., Chi 
cago, is adding a third floor to its 
general office building and is air 
conditioning the entire structure as 
part of its projected $2 million 
nationwide expansion program, ac 
cording to president Ned A. Ochil 
tree. 


LUSTRO TILE PRODUCTS 


Lustro Tile Products Corp., Ak 
ron, Ohio, manufacturer of plastic 
wall tile, has announced construc 
tion of an addition to its plant in 
the Akron area. Installation of the 
most modern equipment in the addi 
tional factory space will enable 
Lustro to increase production by at 
least 65%, reports president Car] 
D. Pearl 


CHALLENGER LOCK CO. 


Sale of Challenger Lock Co., Los 
Angeles, manufacturer of popu- 
lar-priced latchsets and locksets 
for heavy construction, light com 
mercial building and fine residen 
tial installation, to Varo Manu 
facturing Co., Inc., of Garland, 
Texas, is reported by R. C. Cerf, 
Sr., Challenger’s general manager. 

(continued on next page) 
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PROFITOOL at work... 
put it to work for you! 


Stanley PROFITOOL is a tested plan to double your 
tool sales. Dealers who have used PROFITOOL report 
tool sales up 101 to 177% in 3 months 

Stanley PROFITOOL starts with the Basic Mer- 
chandising Guide a 32-page list of the most-wanted 
hand tools that 25% of your stock that gives you 
80% of your hand tool volume. And it is more than this 
basic list. PROFITOOL is a complete program for the 
step-by-step organization, installation and operation of 
a profitable tool department in the retail hardware store 


PROFITOOL cures this 





and & you're 
s typical dedler a a g 
170 nen basic 
you do ngt now ate 
stock 36% of the eather ‘. 
most-wanted tools 
¥ ~ 








Another mistake of the typical dealer is his failure to 
display 27% of the most-wanted hand tools. Stanley 
PROFITOOL provides effective display for all the most- 
wanted tools. Put PROFITOOL to work for you 


STANLEY 
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In announcing details of the re- 
cent sale, Cerf explained, “This 
change of ownership is a progres- 
sive step forward, since it means 
greater financial resources for the 
continued expansion of Challen 
ger’s fast-growing operation.” 


MOHAWK FLUSH DOOR 


Contracts have been let for the 
construction of a 24,000 square 
foot steel and masonry plant that 


will handle the manufacturing op- 
erations of the Mohawk Flush 
Door Corp., new Sunbury, Penna., 
affiliate of Mohawk Flush Door, 
Inc., of South Bend, Ind. Construc- 
tion of the new Sunbury plant will 
begin as soon as possible. New 
equipment, including specialized 
imported machine tools, will be in- 
stalled. 

Expanding markets in the east 
have made it necessary for Mo- 
hawk to facilitate service from an 
eastern plant. On July 1st, Mo- 
hawk began distributing South 
Bend manufactured products from 
temporary warehousing in Sun- 
bury. 


Now a flooring that 


To Beilders, Carpenters and Home Owners 
S REASONS WHY 


BECAUSE it is made from high- 
quality OAK — from the Mis- 
souri Ozarks. 


BECAUSE of the beauty of its nat- 
ural matched grain and uniform 
texture it blends perfectly with 
any color scheme. 


BECAUSE it will absorb years and 
years of abusive wear and still 
look like new. 


BECAUSE it is properly seasoned 
in modern Moore Cross Circula- 
tion kilns before shipping. 


BECAUSE it is accurately milled and precisely 
graded to NOFMA standards. 


On your next flooring order try OZARK OAK FLOORING. You 


will be glad you did 


it brings repeat business. 


Prompt shipment, 


carefully bundled for safe, clean arrival! is assured, 


© The OZARK OAK 


BISMARCK, MISSOUP: 


COMPANY 


PHONL 115 


FLOORING 


Circle No, 40 on Coupon, page 110. 


NATIONAL GYPSUM 


ll 


The National Gypsum Co., Buf- 
falo, N. Y., has expanded its di 
versified line of building products 
to include a new, all-aluminum 
line of louvers and ventilators. In 
cluded in this new Gold Bond line 
are adjustable louvers, flush flange 
and recessed flange type louvers, 
two-piece fixed louvers and roof, 
wall and under eave and founda- 
tion ventilators. 

“This new line is a natural for 
National Gypsum,” said board 
chairman Melvin H. Baker, “be 
cause it gives us an opportunity 
to increase our sales volume and 
boost the company’s stature in an 
expanding market with practically 
unlimited opportunity.” 


REFLECTOR-HARDWARE 


President Samuel Froehlich an 
nounces construction has started on 
Reflector - Hardware Corporation's 
new office, factory and warehouse 
building in Melrose Park, Ill. The 
company, which manufactures met 
al merchandising equipment and 
display fixtures, will move into a 
structure containing a quarter mil 
lion square feet of floor area, about 
one-fourth of the 24-acre tract. 
which will house all operations of 
the 55-year-old company under one 
roof. 


MANUFACTURERS CORP. 


President G. E. Leadbetter of 
the Manufacturers Corporation, 
Mansfield, Ohio, has announced 
completion of a new plant, which 
will double the company’s pro- 
duction. The new Manco plant is 
located at Crestline, Ohio, 12 miles 
from the company’s office at Mans 
field and is fully equipped to ex- 
trude plastic pipe in all sizes. 

Leadbetter reports that the ma 
jority of Manco’s plastic pipe fit- 

(continued on page 76) 
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Minnesota 


PAINTS 


Means MERCHANDISING 


Now ready to help you sell... the 
hottest new colors of 1956 


e@ What are the ten most popular colors for 1956? 
The ten most asked for? The ten easiest to use? 
The ten most talked about? 

Minnesota Paints’ merchandising for 1956 
capitalizes on color to the ‘“‘nth’’ degree . . . gives 
you individual campaigns based on each of the 
questions asked above . . . campaigns designed 
to bring color-conscious customers into your 
store ready to buy. With Minnesota’s complete 
line of interior and exterior paints, varnishes and 


enamels, plus the Minnhue Color System of 294 
easy-to-prepare colors, you’re ready to do busi- 
ness with the products and service they want. 

Minnesota’s complete merchandising program 
includes everything from colorful direct mail 
pieces to special promotions and a Color Plan 
ning Studio equipped and ready to give a cus 
tom planning service. 

Here’s a program that means action! Step 
number one: mail the coupon below! 


Displays of all 
types ore ready to 
work for you 

to catch the eye, 
to start the sole 


Aa 


* ote 

LE SAWYER & 50m HOWE 
Big, dramatic signs for highway, for 
store are included in Minnesota's 
complete merchandising show 


Big, colorful posters tie-in at point of 
sale. For window or in-store display. 
Various sizes. 


This moll program features “colors 
for "56". Each folder contains ten 
favorite colors based on consumer 





294 consumer 
preferred colors 
in @ compact, in 
dexed color chip 
cabinet—for in 
teriors, exteriors 


PLUS- 


© Color Planning Studio 

© Architects, Contractors Promotions 
@ industrial Promotions 

®@ School Boor d Promotions 

© farm Promotions 

© Special Promotions 


ing New, 3-dimensh ploques 
can be used in a voriety of ways, 
take little space. 


Newspaper mats, radio scripts, product 
Wterature of all kinds keep selling in 
mony ways. 














MINNESOTA PAINTS, INC. 
FORT WAYNE ATLANTA 1101 THIRD STREET SOUTH 
\ /4 MINNEAPOLIS 15, MINNESOTA 


MINNEAPOLIS 





7 . 
: @ Please send me the Minnesota Paints 


Lalatcye) MERCHANDISING story 


PAINTS 
\\ 


OKLAHOMA CITY 


Name 


Address 





City State 
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MANUFACTURER NEWS 


(hegins on page 70) 





tings are produced from its own 
designa and dies. In speaking of 
future expansion for Manco, he 
said, “Plans for installing several! 
more extruders at the Crestline 
plant will take effect this summer.” 


ARMSTRONG CORK 
More than 20% of the current 
sales of the Armstrong Cork Co., 
Lancaster, Penna., are the result of 
products introduced into the Arm 


strong line in the past five years, 
and the company is relying heavily 
on research chemical, physical, 
economic and commercial — to 
continue its pattern of expanding 
each year at a faster rate than the 
genera! economy. These state- 
ments about the company — pro- 
ducer of building materials and 
flooring products, packaging prod- 
ucts and industrial specialties - 
were made by president C. J. Back- 
strand and treasurer Walter E. 
Hoadley, Jr. 

Pointing out that the company 
has, on the average, doubled its 
sales volume every eight years 


since the turn of the century, 


declared that “our 
recent years has oc- 


increasingly profitable 


Backstrand 
growth in 
curred in 
areas.” 

Hoadley revealed that “roughly 
60% of total company sales are 
made in the genera! building field” 
and within this field sales are 
about evenly divided between resi- 
dential and non-residential proj- 
ects. 


A TWIN-ENGINE Beechcraft was re 
cently presented to Cornell Univer 
sity, Ithaca, N. Y., by Red Devil Tools 
at the request of the company’s presi 

George L. Lee, an alumnus of 


' dent 

AETNA S Chicago supply of Douglas Fir Ply- the school, T. L. Zwingle (right), vice 
wood alone, if piled flat one panel on another, would | Mtn T° bununowich, chief pilot 
reach more than three times as high as the 601 foot of Red Devil Tools, Union, N. J., after 
Prudential Building in Chicago. accepting the plane as a gift 
Aetna carries this tremendous supply in all grades and 
sizes, in order to serve you better . . . so that you can 
get exactly the plywood you need in large or small 
quantities to fit your own specifications 
exactly when you need it. Th 

* You save by carrying only the inventory needed - 

for your normal requirements. 
* You select the size you need or that gives you 
the least waste. 
* You miss no sales because of lack of stock. vision, reports Carl Resnikoff, vice 
we f . president in charge of sales. Masti 

Aetna makes this inventory available to you with 24- Tile has plants in Newburgh, N. Y.. 
hour service—today'’s order delivered to your door Houston, Tex., Joliet, Ill. and Long 
tomorrow. If you need it now, you can get immediate Beach, Calif. 
will-call service. 
Direct mill shipments can be arranged to assure you 
continuing carload shipments to meet your standard or 
special needs. 
In addition to this immediately available supply of 
Douglas Fir, Aetna’s warehouses carry a wide variety 
of hardwood plywoods for many paneling and indus- 
trial uses. Special purpose panels are also ave‘lable 
from warehouse stocks. 





COMPANIES ANNOUNCE 





Mastic Tile Corporation of 
America, producer of resilient tile 
flooring, has appointed I. G. (Dick) 
Rivers to the newly created post of 
general sales manager and Robert L. 
Fisher to sales manager, western di- 


Rivers Yoder 


Ralph E. Yoder was elected presi 
dent of the Washington State Chapter 
of Producers’ Council, Inc., at its an- 
nual meeting in Seattle recently. Yoder, 
outgoing vice-president of the PC, is 
regional director of the SCPI Pacific 
Northwest Brick & Tile Association. 
He is also a member of the Society of 
American Foresters and the American 
Trade Association Executives. Other 
officers elected were: Robert Grimm, 
Ehrlich-Harrison Co., vice-president; 
John F. McDaniel, Libbey-Owens-Ford 
Glass Co., secretary, and E. E. Henry, 
G'adding McBean & Co., treasurer 


(continued on page 78) 














We invite your inquiries. If you know what panels 
you need, let Aetna quote you on them. If you have 
a job in mind, give us the details and we will quote 
you on the panels which best suit your requirements. 


AETNA PLYWOOD & VENEER CO. 
1732 N. Elston Avenue Chicago 22, IMlinois 
ARmitage 6-7100 


Detroit Grand Rapids 
Rockford 


BRANCH WAREHOUSES Indianapolis 


Peoria 
MILWAUKEE PLYWOOD CO. 


1227 West Bruce Street, Milwaukee 4 
Branch: Wausev 


HEADQUARTERS 
FOR A 
WORLD OF PLYWOOD 
AMERICAN LUMBERMAN AND 
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SELL AMERICA’S QUALITY 
ALUMINUM STORM DOOR 
BECAUSE. 


ist Chouwee 


Uist COC 


r-Teoleore) 
all aluminum 
ore) g010)lat-8410) ae 40) a aalnelele) a 


designed by 


a division of 


Wisco manufactures the finest aluminum storm windows, 
doors, porch enclosures and aluminum prime windows. 


...Of professional home 
buliders to attract sales 
attention. 


They have found that the 
ADCO door, with its 
distinctive fluted design, 
sells homes and 
quicker too! 


. - « Of discriminating 
home owners who want 
the very best...at the 
lowest cost... 


there is no substitute for 
quality The beautiful 
ADCO door is a FULI 
ONE INCH THICK 
outstanding lifetime 
construction throughout 
made of the finest 
extruded aluminum 


..-for YOU because this 
is the combination alu- 
minum storm door most 
people expect to see... 


and choose to BUY. 
GET THE FACTS 
TODAY just drop us 
a line to get the full 
particulars on the storm 
door with PROFTT-PLUS 
BUII I IN People do 
find the ADCO door at most 


agressive lumbe I de ale rs 


Fou YOU COMWEULNLE.... 


e Available assembled glazed 
assembled open of shipped 
kK D for added freight savy 


ings 


Wiere 


WISCO ALUMINUM CORPORATION 


1900 A GStr« 
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MANUFACTURER NEWS 


(begins on page 70) 





Jack R. DeBacher has been elected a full vice-president 
of Thor Power Tool Co., Aurora, Ill., according to Neil 
C, Hurley, Jr., president. Hurley said that DeBacher’s ac- 
tivities will encompass every phase of the company’s busi- 
ness of centralization of all Thor manufacturing, sales 
and engineering divisions. 


Lawrence H. Dean has been named a sales analyst in 
the market research department of the Forest Products 
Div., Olin Mathieson Chemical Corp., reports R. 8. Smith, 
market research manager. Dean will direct all sales con- 
trol and analysis activities from the division’s general 
offices, West Monroe, La 


Two new sales department appointments have been an- 
nounced by M. 8 Wolf, prnidion sales manager of Wood 
Conversion Co., St. Paul, Minn. Gordon A. Erickson has 
been appointed assistant manager, building product sales. 
Merle A. Nicholson has been appointed assistant manager, 
technical sales service, with supervision over the building 
products section, Both will have headquarters in the com- 
pany’s St. Paul office 


Customers who have been purchasing Stanley hardware 
from The Stanley Works, New Britain, Conn., will deal 
henceforth with Stanley Hardware, a division of the 
Stanley Works. President John C. Cairns has announced 
that Stanley Hardware has been made the official designa- 
tion of this important operating division in line with a 
newly adopted policy, which eventually will be extended to 
every one of the company’s manufacturing operations. 
Henry V. Pelton is chief executive officer of Stanley Hard- 
ware. 


Douglas Hewitt has been appointed purchasing agent 
for the Ukiah Pine Lumber Co., Ukiah, Calif., replacing 
C. H. Wheeler, Jr., who has been named office manager. 
Howard Farris, formerly with the Weyerhaeuser Timber 
Co., has been appointed mill superintendent for the com- 
vany. .. . John Haugh, formerly superintendent of the 
Hayfork Lumber Co., Hayfork, Calif., has been appointed 
to the same position with the F. M. Crawford Lumber 
Co., Ukiah, Calif., which recently changed its name to 
Casteel Industries. 


The appointment of Robert F. Quinn 
as advertising manager of The Philip 
Carey Mfg. Co., Cincinnati, Ohio, has 
been announced by Robert S. King, 
chairman of the board, and John W. 
Humphrey, president. Quinn was for- 
merly assistant advertising manager of 
National Gypsum Co., Buffalo, N. Y. 





Quinn 


Since the purchase of Shopmaster, Inc., by Jones and 
Lamson Machine Co., Springfield, Vt., the Minneapolis 
manufacturer of home power tools has been undergoing 
an extensive sales, marketing and advertising expansion 
program. L. H. Miller, vice-president and general manager, 
has announced the addition of three district sales man- 
agers; namely, James Anderson, who will cover the upper 
midwest area; Kenneth McMillan, who will cover the west- 
ern coastal states, and William Lane, Jr., who will repre- 
sent Shopmaster in the midwestern area. 


After almost 50 years, the California Sugar and Western 
Pine Agency, Inc., has moved its offices from the Crocker 
Bank Bldg. in San Francisco to suburban Burlingame. 
This company moved into the Crocker Bank Bldg. when 
it was built two years after the earthquake in 1908. H. L. 
Smith, president, has been with the company since 1919. 





Another big-selling cedar product from Giles & Kendall 


for do-it-yourself customers! 


KNOCKDOWN CEDAR CHEST UNITS 


made of genuine “Jennessee aromatic red cedar 





* strong promotional 
item to draw new 
customers. 


* across-the-counter 
item, packaged to 


This 8 @ beautiful ompletely milled out and 
sanded cedar chest trom the heart of genuine 


Tennessee oromatic red cedar Caretully take home. 
selected for fine appearance ond sturdiness 
> 

it is solid %" coder, with S-ply panel top that nationally adver- 
will not warp or crack Each unit is complete tised in Living for 
with all hardwere, push button lock, brass 

mokers. 
Seuies finn, OR o OO” o OF Young Homemakers 


Wholesale only —for name of 


acaresl distributor, write: hh 
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CEDARCOA 
CLOSET 
LINING 


Another Giles & 
Kendall favorite 


You'll make the 
sales because... 


* cust s want 


storage space that is moth- 


AAiei i] 





proof and handsome. 
* this is genuine Tennessee 
aromatic red cedar. 


* customer saves about 
$25.00 per chest. 


anyone from 12 to 
70 is a@ potential 
customer. 

* only a screw driver 
is needed. 

* good gift item (esti- 
mated 50% of sales 
are for gifts). 

* sells steadily the 
year ‘round. 


& KENDALL COMPANY 


F’’ Huntsville, Alabama 


Box *' 


with the handy 

man. Manufactured 
from the heart of 
red cedar, already 
tongue-and-grooved 
with matched ends, 
available in different 
lengths and widths 
Goes on over exposed 
wall studs, plaster, 
wallboard. Free 
8-page illustrated 
guide booklets ready 
for your imprint. Free 
warranty against moth 
damage available with 
each completed job 
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John A. Denie’s Sons’ ready-mix concrete plant, located at Memphis, Tennessee, 
showing part of their fleet of Macks, which now totals 60 and is still growing. 





John A. Denie’s Sons Company, Memphis, Tennessee, reports: 


‘‘To assure on-time service 
customers request 
delivery by MACKS” 


Four years ago, the John A. Denie’s Sons Company, 
one of the largest and oldest ready-mix concrete 
plants in the country, recognized their need for the 
most dependable, heavy-duty truck chassis available. 
Their problem was one of making ready-mix deliveries 
on time to almost inaccessible locations over ex- 
tremely rough terrain. To solve it, Denie’s tried just 
about every make of equipment. Finally, they pur- 
chased four Mack six-wheelers. 

“Shortly after our Macks went into operation, 
customers started to call and request that their orders 
be delivered by Macks. They knew they could de- 
pend on them to make delivery on schedule, regard- 
less of the rugged ground over which they had to 
travel. Our records show that no Mack has ever failed 
to deliver a load on time,” writes Mr. Forrest Ladd, 
Denie’s executive vice president. 

After noting the widespread customer satisfaction 
with their reliable service, and a thorough check of 
their operating costs, Denie’s president, Mr. M. A. 
Moss began to increase their fleet of Macks. Today 


they have 60 Macks, and the number is still growing. 

“Another interesting fact revealed by our operat- 
ing reports,’ states Mr. H. O. Pommer, vice president 
in charge of operations, “is that Denie’s has never 
had to replace an axle shaft, driveline, ring gear, 
pinion, brake drum, or reline any of the brakes on 
any of its Macks.” 

Denie’s executives, like so many others, know from 
experience how well their investment in Macks has 
paid off for their company. 

Let your Mack Branch or Distributor give you com- 
plete details... find out how Macks can improve 
your hauling operations. Mack Trucks, Inc., Plain 
field, N. J. In Canada: Mack Trucks of Canada, Ltd. 


MACK 


TRUCKS z 


YOUR AD OF THE WEEK 





No. 64 of a Series 


AD TOOLS: Words and Pictures 


“Your salesman in print” is our favorite definition 
for retail newspaper or direct mail advertising. How- 
ever, your ad has a more difficult assignment than a 
salesman; the entire job must be done with words and 
pictures. No actual product samples, no application 
demonstration 


Relatively few dealers have an ad man or large 
enough budgets to retain professional ad-writing help. 
But we contend that most dealers are well qualified 
to write good ads-——if they will devote proper time and 
effort to the job. You know your products and services; 
the points that instill confidence and create sales. 


Good illustrations make your ads competitive in at- 
tention value and often convey more to the reader than 
an entire paragraph of text. Best known examples of 
pictures at work selling merchandise are the great 
mail-order catalogs. Every single item is illustrated. 

American Lumberman’s ADservice was created to 
answer your need for a supply of high-quality mat 
illustrations of products, applications and completed 
projects. Thousands of dollars were invested in draw- 
ings and cuts—yet mats are available (to dealers only) 
at a small fraction of this original cost. This service 
now used by dealers in every one of the 48 States and 
by many in Canada. Complete information in the free 
book offered below. 


SEND NOW FOR THIS 

FREE 48-PAGE BOOK 
showing the complete series 
of ADservice mats, plus ad 
ideas, suggested layouts 
and copy that will help 
make your ads more effec 


tive. 





(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicage 2, Illinois 


Rush my free copy of the 48-page ADservice book. 
NAME 

COMPANY 

ADORESS 














FOR YOUR AD-IDEA FILE 


YOUR NAME OR SIGNATURE CUT HERE 


Operation Home Improvement is a nation- 
wide effort .. . organized to help home owners 
protect their investment and increase their 
enjoyment of home through high stand- 
ards of maintenance and modernization 


Enjoy these home improvements 
NOW... take years to pay! 


Our Home improvement experts will help you with 
ideas... estimates ...arrangements for financing and construction 





LOW AS ‘00 PER MO. 





MODERN 
KITCHEN 


Custom -designed for you! 


A NEW ROOF BATHROOM TILED 


(OW AS "00 PERMO, LOWAS*OOPER MO, LOW AS ‘00 PER MO. 


YOUR NAME 








SUGGESTED OHI TIE-IN AD—3 col. x 17 in., using 


ADservice mats nos. 88, 112, 93, 187, 81. 
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LO ii ALY SUSAN 
ao - CORNER WALL CABINET 


re 


The extra features sell homes in today’s market. And, the first place the 
home-buyer expects “extras” is in the kitchen. After all, Mrs. Home-Buyer spends 
much of her time there , . . and she’s often the final word in a home purchase. 





€ 


SELL THE LADIES WITH 


Long-Bell Natural Wood 


Kitchen Cabinets 


Whether it’s a thousand-unit project, a single-unit job or a remodeling 
contract, builders, contractors and architects rely on the sales-appeal 
of Long-Bell Natural Wood Kitchen Cabinets. The great variety of 
finishing and decorating effects possible and their easy operation are 
sure-fire features housewives want. Here’s custom beauty that costs no 
more than less attractive cabinets and the women love it 











Long-Bell has always been first to introduce such exclusive features a 
the full-depth sliding shelves that come to you for storage— and adjust- 
able shelves for perfect adaptability to each housewife’s storage setup 


It’s easy to plan with Long-Bell Kitchen Cabinets because they're engi 
neered on a 3” module for accurate fit. 


Long-Bell maintains big inventories of completed cabinets of beautiful 

rift grain fir and mellow birch in a full range of sizes ready for imme 

diate shipment. That’s why there are satisfied Long-Bel!l customers all 

over the United States. They know that Long-Bell 

gets the order to the job on time, ready for placement 

Long-Bell Lumber Company, Dept 


Ask your Long-Bell representative to show you the ewe lh 
ong ew va ington 


many cabinets, including special-purpose cabinets 


and accessories that are available Please send me FREE descriptive literature 
pecifications, et on Long-Bell Natural Wood 


KITCHEN CABINETS 


; 
| 
| 

The Jonc-Re Jumber (ompany, | we 
| 
| 
| 





Established 1875 FIRM NAMI 
Eastern Division — Kansas City 6, Mo. a 
Western Division —- Longview, Wash STREET 


CITY 
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Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


display 


Here’s a display fixture you can 
use many, many different ways: 
with or without adjustable shelves 
on front, end or back, overhead 
panel, storage cabinet and bin- 
ning; and either open or closed 
on the ends. 

A basic half island unit 48” high, 
60” wide and 24%," deep which you 
can use in your show window, 
against the wall, and singly or two 
units back-to-back as a full island. 

Estimated price if bought at re- 
tail: $190.00 plus shipping. 

By building it yourself, you can 
save more than $100.00! Complete 
plans, working blueprints, step-by- 
step instructions, materials and 
materials source list and details on 
modifications, only $8.75. Avail- 
able by return mail from American 
Lumberman. Fill-in and return 


coupon below today. (Se 


fixture | 


American Lumberman Dealer Service Dept. 
138 WN. Clark St., Chicage 2, Hiinois 


Piease send me postpaid the tour blueprints and com. 
plete instructions for the retail lumber deater half islan: 
ups display fixture. | am enclosing $6.75. (Please sen 
check er money order.) 

Name 

Company 

Street 


City State 
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GEORGE CORDREY, right, retail lum 
ber executive recently appointed as 
sistant manager of SCRLA to aid ex 
ecutive manage! 


Orrie W 


vice-president and 
Hamilton, left 


Los Angeles 


A record crowd of lumber deal 
ers attended the annual convention 
of the Southern 
California Re 
tail Lumber As 
sociation in Los 
Angeles. Wayne 
F. Mullin, presi 
dent, Mullin 
Lumber Co., Los 
Angeles, was re- 
elected presi 
dent of the as 
sociation. 

Also reelected were Hal A. 
srown of Woodhead Lumber Co., 
Los Angeles; C. Gilmore Ward of 
Ward & Harrington Lumber Co., 
Santa Ana; and Harry C. McGahey 
of San Diego Lumber Co. Brown 
and Ward were renamed vice-presi 
dents while McGahey was renamed 
treasurer of the association. 

Stanley G. McDonald of Owens 
Parks Lumber Co., Los Angeles, 
was elected secretary of the asso 
ciation. Previously this position 
had been held by Orrie W. Hamil 
ton, who continues as executive 
vice-president and manager of the 
association 


Mullin 


Six directors were added to the 
group’s board, previously number 
ing 20. These include T. B. Flem 
ing, Fleming & Hightower Lumber 
Co., Los Angeles; Ralph Russell, 
Consolidated Lumber Co., Wilm 
ington; W. F. Van Matre, Van 
Matre-Manning Lumber Co., Dow 
ney; Carl Bauer, Bauer Lumber 
Co,, Compton; George Hammond, 
George Hammond & Sons, Inc., 
Northridge; and Vaughn Davies, 
Thompson Lumber Co., Ltd., San 
Bernardino. 


July 9, 


Arizona 


The Arizona Retail Lumber & 
Builders Supply Association reports 
its recent three-day annual conven- 
tion in Flagstaff was one of the 
most enthusiastic and best attended 
in its history. Over 300 lumbermen 
and guests heard John R. Doscher, 
executive director of OHI, present 
a dynamic description of Operation 
Home Improvement and what it can 
do for the lumber dealer. Cyrus B 
Sweet, assistant commissioner of 
FHA, Washington, D. C., talked on 
“FHA Title 1 Brought Up to Date.” 

Newly elected officers for 1956-57 
are: Mike Medigovich, Cottonwood, 
president; Marvin Smith, Yuma, 
vice-president; Howard Beals, 
Phoenix, vice-president; G. R. Mi 
chaels, Phoenix, secretary-manager, 
and Frank Haney, Phoenix, treas- 
urer, 


Georgia 


More than 200 
tended the 3lst 
tion of the Building Material 
Merchants of Georgia held in 
Savannah in the General Ogle 
thorpe hotel. Enthusiastic dele- 
gates heard Oertell Collins, Forest 
City Lumber Co., Savannah, and 
a member of the Executive Com 
mittee of NRLDA, speak on “Profit 

(continued on page 98) 


lumbermen at 
annual conven 


GEORGIA ELECTS: eated, left to 
right. vice-president Ed Chambers, and 
president C. W. Peek, Jr. Standing 
left to right: Oertell Collins, member 
Executive Committee, NRLDA; secre 
tary J. G. Rowell, and treasurer J. H 
Flowel 
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Sales-winning Ideas for 


1. Supply Bostitch hammers for laying shingles 


Building Supply Dealers! — *- <vrty ests nommers tor tying shinals 


provide the means for laying them quickly and easily 
with a Bostitch H4 Stapling Hammer. The H4 is 


about twice as fast as hammer and roofing nails. 
There’s a tidy profit, too, in the thousands of Bostitch 


staples you'll sell with each order of shingles. 


2. Spark ceiling tile sales with the T5 tacker 3. Save them insulating time with H2B hammer 


Almost anyone equipped with a Bostitch T5 Tacker can Show customers how to save up to 50% of their time 


do a professional job of applying flanged ceiling tile. batt or reflective insulation and you've 


in applying 
Your big selling points are (1) the ease and speed of sot a sale—not only insulation but staples, too 


operating the T5 tacker, (2) the holding power of 
| e BI 
(3) the of most builders 


Bostitch gummed staples with 9/16” legs, 
mended by the leading insulation manufacturers 


The Bostiteh H2B Stapling Hammer is the favorite 
And it’s the tool most often recom 


clean, unmarred appearance of stapled tiles. 


BOSTITCH, 747 Mechanic St., Westerly, R. |. 


Fasten lt better and faster with ; 
Tell me more about the profit possibilities in a 


Bostitch dealership 


Name 
Firm 


Address 


Butping Propucts MrercHANDISEI Circle No. 16 on Coupon, page 110, 





THE LUMBER MARKET 


Market Unchanged 
At Seattle Market 


SEATTLE-—The market contin 
ues sluggish, but prices are holding 
in most items. Order files are low. 
Karly mill closures are indicated 
for the July 4 holiday period and 
the shutdowns may be extended be- 
yond the usual term. Fir uppers are 
a little weak, especially drop siding 
and hemlock follows the fir pattern 
Shingle prices are unchanged with 
demand fair. Strikes in California 
which may materialize would affect 
the shingle market adversely. Cedar 
siding is soft with sales being made 
under lists. Pines are steady and 
more air-dried spruce is available. 
Plywood is in better position and 
may hold at around $80, 

In the absence of orders from the 
United Kingdom, Canada is selling 
large quantities of lumber to the 
Atlantic coast market both by rail 
and ship. Canadian white spruce 
moves into the Pacific northwest. 

Remodeling and addition work is 
dominating Seattle building oper 
ations. New home construction in 
side city limits continues to lag be- 
hind last year’s marks. May con- 
struction in Washington, Oregon, 
California, Idaho and Montana is 
but 1% under a year ago, one survey 
has found 

Log prices are firm. Inventory as 
of June 1, showed an increase in all 
the three districts of Puget Sound, 
Grays Harbor and Columbia river, 
but supplies are below those of last 
year 


Anticipate Stronger 
Fir Plywood Market 


TACOMA Although plywood 
prices generally still are down in 
this area, there are indications 
that a stronger market may send 
the prices back up as high as $80 
a thousand by July 1. Industry 
spokesmen prefer to dwell on the 
probably improved tone of the 
market and most major producers 
unquestionably anticipate that the 
price will be back up in July. 

But considerable business was 
booked at the $76 a thousand quo 
tation for index grade quarter 
inch panels sanded on one side 
and there are indications that in 
some cases the price may have 
dropped as low as $72. 

The potential market improve 
ment is attributed to an expected 
production cutback caused by va 
cations in the industry, a gener 
ally brighter construction outlook 
and the fact that overstocked 
warehouses have disposed of some 
of their supply. Some manufac- 
turers are taking orders on a time 
of-shipment price basis. The $80 


84 





a thousand quotation, even if it 
materializes, still will be well be 
low the $88 quotation that pre 
vailed a year ago. 

Woods production particularly 
has improved because of a mod- 
eration in weather throughout the 
*acific northwest. Frequent rains 
have improved the humidity situa- 
tion to a point where hoot-owl 
shifts have been temporarily dis- 
continued. The state forester re 
ports that there were 121 forest 
fires during the last half of May 
and that approximately 210 acres 
of state-protected timberlands 
were burned over. Most of the 
damage, he said, was on the west 
side of the Cascades 


Threat of Carpenter 
Strike at San Francisco 


SAN FRANCISCO — The north- 
ern California lumber market con 
tinues to barrel along at a fine pace 
with but one dark cloud on the hori 
zon of prosperity. The dark cloud, 
however, is a major one . threat 
of a strike by San Francisco bay 
area carpenters that would virtually 
shut down all construction work 
throughout the market area. 

The bay area district council of 
carpenters has voted to turn down 
a contractors’ offer in current con- 
tract negotiations and 19 locais, rep- 
resenting some 16,000 carpenters, 
are involved in the potential strike 
recommended by the council to back 
up its demand for a seven-hour day 
at current take-home rates for eight 
hours. 

Meanwhile, plywood prices have 
bounced back $4 higher for July de 
liveries at $80 on index grade 
panels. The price increase was ac- 
companied, however, by a leveling 
off in studs, dimensions and fram- 
ing lumber. Major plywood mills are 
posting prices now at the new levels 
and indicate they will re-assess the 
market this week 

Northern California mills report 
that inventories are high and sales 
are not too plentiful. Retail yard 
buying has been light, but steady, 
despite the slight drop in residen 
tial construction work 


Mills Shave Prices 
In Kansas City Area 


KANSAS CITY A seasonal 
rise in lumber sales is falling far 
short of expectations and mills, 
with inventories beginning to ac- 
cumulate, have shaved prices $1 to 
$2 a thousand during June. The 
price cuts started late in May by 
some of the smaller operators and 
were resisted by the majors, but 
as production climbed and sales 
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ebbed, the larger mills joined in 
offering their lumber at the lower 
levels. 

The reduction in prices, al 
though not substantial, may widen 
unless volume picks up, mill men 
agree. Retailers have refused to 
buy ahead, as home building has 
quieted down perceptibly in the 
area. Common lumber is moving 
at a reduced pace and a sharp 
contraction has been noted in up 
pers and finish. Southern mills re- 
port that fir is taking a big bite 
out of their upper grade sales, re- 
sulting in an accumulation of in 
ventory. 

The weather has been ideal for 
production and mills are consider 
ing cutting back some of their 
schedules. With their operating 
costs up as result of wage in 
creases and freight charges, the 
realization is narrowing. The in 
dustrial buying has tapered off 
and box factories and others in 
this group are shutting down for 
the vacation period. 


Market Improving 
In Baltimore Region 


BALTIMORE soth =southern 
pine and fir, although still declin- 
ing in price and demand, have lev- 
elled off considerably. The drop 
in these markets has slowed up to 
what it was two weeks ago and 
local wholesalers are hoping that 
prices will not go much lower. 
Southern pine particularly is in 
better shape than it was 15 days 
ago, although still a long way 
from being satisfactory. The ICC 
ruling, which was recently upheld 
by the courts forcing transit car 
dealers to ship their lumber by the 
shortest route, is the biggest fac- 
tor in the weak condition of the 
fir market, according to dealers 
here. Predictions are, however, 
that this situation will rapidly 
clear up and may even be of some 
help to fir mills. Presently, prices 
on transit cars of fir are down 
some $2 per thousand compared 
to prices of June 1. 

Douglas fir in the construction 
grades with up to 25% of No. 2 
can be had here for around $108 
to $110 per thousand in the ran 
dom lengths. Fir studding pres 
ently brings close to $101. A no 
ticeable decline in housing starts 
has been a serious handicap to the 
fir market in this area, according 
to yard owners. 

Hardwoods are in much better 
shape than they were two weeks 
ago and prices are advancing 
steadily. Birch, maple, and oak 
are up; poplar is holding its own 
nicely; and walnut and cherry are 
reported as “out of this world.” 
Dealers report that the overall 
conditions of the hardwood mar- 
ket are much the same as they 
were last year, which set an all 
time record. 
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Nail the Salo, 


This is the building package that hits the nail on the 
head for sales and profits for the building supply 
dealer... the complete package for shake exteriors 
by Shakertown! 


’ ' RA he 


GAARA (EIR i Aa ee 


WY SU ne soarv 


Shakertown GLUMAC vmurs 


Genuine cedar shakes bonded to asphalt-impregnated insulation 





board electronically and prestained at the factory. 46% inches 
long, GLUMAC Units are the ideal length for fast application, 
maximum economy and an extra margin of profit. Selected 
first-grade cedar assures unexcelled quality of product 

Choice of twelve decorator colors 


Shakertown COLORED NAILS 





Colored to match the shakes, annular threaded for maximum 
“holding power,’ Shakertown nails will not discolor and do not 
require a touch-up coat of stain. Packed right in the carton 
with Glumac Units, Shakertown colored nails simplify the 
builder's job help make the sale for you 


Shakertown COLORED 
JIFFY CORNERS 


Color-matched to Shakertown GLUMAC Units 
Jiffy Corners are die-fluted to match the grooved 
surfaces of GLUMAC Units apply in a “jiffy” 


for an attractive, strong, weathertight corner 








another quality Shakertown product 
another sales-maker for the dealer! 


CARTON PACKED, one half 
square to the corton, GLUMAC 
Units are easily handied, 
stocked and delivered 


Ask your Distributor or write 


THE PERMA PRODUCTS COMPANY 


20310 KINSMAN ROAD «- CLEVELAND 22, OHIO 
FIRST NAME IN 


CEDAR SHAKES 


Circle No. 47 on oupon, page 110. 





Lumber Prices at Press-Time 


The following index is intended merely as @ check on buying practices. It is # compilation 
and average of mill prices at press time and should not be considered as current on the dey 
the magazine is received. The prices should be useful in eer ap market trends and as « 


check on purchases made approximately ten days before receipt o 


DOUGLAS FIR 
Vertical Grain Flooring 
s4 


Fiat Grain Flooring 
4 
xt 

Drop Siding 
st Pat +4 é 


é ; YY 
wie 


Ceiling 
%qn4 ; 
4 5.00 


Boards and Shipiap and 2" (Green) 
vt 
67%. 
62.4 
“ A) 
Construction Dimension 
y 
2x 4 x 
se 6 I 
4n8 B4 00 
zs 85.00 
OD 
Standard Dimension 
¥ 4 é 
m6 04 
4x 8 79.00 Lf) 
2x10 80.00 
nid 16.0 40 
Utility Dimension 1/| only 
x 4 
xf 


RED CEDAR SHINGLES 
Royals 

No, | 24° 

No, 2 24" 

No, 3 24’ 

Perfections 

No, |! 

No. 7 A AS 
No, 3 ! 2! 4.00 
MK 
No. | 
No. 2 
No, 3 


11,00-11.25 
5.75- 6.00 
4.25 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed cars 
bundling &' to 15° are 
Beveled Siding, '/) inch 


4 
by 
t 6 


Clear Bungalow Siding, & | 


Finish, 8 and Btr 
6’ to 16’ of Rough 


$2 or 4$ 


Ceiling or Flooring, 8 and Bir 
}' to 16° of Longer 
4 


Discount on mouldings 6° t 


» 20° odd lengths 
Series 8,000 


} 


Clear Lattice 6/16 «1 1%"—4' to 18 
¥ ‘9 


86 


the magazine. 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 


and 

4/4 RW 6/4 RW 8/4 RW 
275.00 290.00 f 
235.00 245 00 

Shop, $25 

42 90 

44.00 


5/4 
6/4 
Commons, $2 or 45 


ix 6 RL 

ixl2 RL 
idaho White Pine 
Selects $2 or 48 

x4 
295.00 
255.00 


ChBtr, Ri 
D RL 


Commons, $2 or 45 


x6 
1x12 


Sugar Pine 
Selects $2 or 45 
CuBr. Rt 
D RL 
Shop, $25: 
5/4 
6/4 


OAK FLOORING 


Clear Plain 


wW 
w } 
Se! Plain 
W 
#1 Com 


Whit 
WwW 


+ 


#2 Com 
} W 

zi Com 

Shorts 


“4 


SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. 
Ix4 230.00 
Fiat Grain Flooring 
\x4 
1x6 
Drop Siding 
ind #106 
ind geile 
Boards & Shiplep 
'x6 
| (D grade) 120.00 
2 89.00 
78.00 
| Dimension (Dense) 


No 
No. 
No. 3 


No 


3 


2x 4 


SSRBR 


BBRSP 88888 88888 


130.00 130.00 

No. 2 Dimension (Dense) 
zx 4 95.00 

2x 6 4.00 

90.00 

99.00 

100.00 


ae ~~ 
==>ve 


July 


REDWOOD 
Bevel Siding 


Vox 4 V.G. 
Vox 6 V.G. 


¢ 
d 


Vax 


= 
~ 


Clear All 
Clear All 
. Clear All 
. Clear All 
Clear All 
. Clear All 
Clear All 
. Clear All 

Mx! . Clear All Heart 

Yqxi\2 Clear All Heart 

Note: A grade V.G. Redwood Siding "$5.00 less 
for 2, % and % in above sizes. 


Heart 
Heart 
Heart 
Heart 
Heart 
Heart 
Heart 
Heart 


SPLARROR: 
SRBRERRRE 


SecSaca 


DOOODOOOAsE 


Vv. 
v 
Vv. 
Vv. 
Vv. 
v. 
Vv. 
Vv. 


n 
a 
= 
s 


Finish 


ix 4 Clear Heart S45 
Ix 6 Clear Heart S45 
ix 8 Clear Heart 54S 
ix!0 Clear Heart $45 
ix!2 Clear Heart S45 


WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. 


1x4 150.00 


Fiat Grain Flooring 
1x4 
xb 

Drop Siding 
'x6 (Pat 
1x6 (Pat 


#106) 
Hii) 


Ceiling 
Spx4 
1x4 


Boards and Shiplap and 2" (Dry) 
ix6 
74,00 
67.00 
60.00 


Construction 
Standard 
Utility 


Construction Dimension 


2x 4 82.00 
2x 6 82.00 
2x 8 82,00 
2x10 82.00 
2x12 82.00 


Standard Dimension 
x 4 77.00 
17.00 
77.06 
16.00 16.00 


74.00 00 


Utility Dimension r/! only 
2x 4 
2x 6 
2x 8 
2x10 
2x12 


ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


x4 

).00 

No. | Dimension 
> 4 ‘ 

8.00 

78.00 78.00 

84.00 82.00 

83.00 81.00 

82.00 82.00 


2x 4 80.00 
2x 6 78.00 
» B 94 00 
0 81.00 
2x12 82.0 
No. 2 Dimension 
2 oF 4 
2x 4 74.00 74.00 74.00 
2x 6 72.00 72.00 12.00 
72.00 18 Oo 76.00 
75.00 1.00 75.00 
76.00 76.00 76,00 
now grading boards No 
do not grade out No 


78.00 


2 and 3 com 
3 dimension 


Mills are 
mon. Mills 
as in fir 
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“and 16° WIDE 


LONG and LOW-12 


WALTO N 
verSide 
Plastic-faced BEVELED Siding 
The 1956 style leader in well-dressed homes! 


astic face, sealed @ Exterior D.F.P.A. Fir Plywood base. 


e “Crezon-fused” pl 
d face, back and Fully packaged in heavy ¢ 


backs. “Penta” seale 
edges. 

a ; e Sleek, long, low, 

e Beveled with modern precision. Com- 

deep, natural shadow lines. 

pletely squared edges and ends. 


ady to paint. Less paint, 


artons. 


modern with full, 


e Designed to save you money — and 


 Mill-primed, re 
with the home buyer in mind. 


less labor. Less waste. 
Write for complete information to: 


Sales Office — 644 E. Indiana 


WALTON PLYWOOD, 38th St., indianapolis 5, 





SHORTEST CENTER OF GRAVITY 
Example: Jaeger 54% 
c/g of 69". versus up to 77” in others. 
3-SPEED TRANSMISSION 
lt to 16 drum rpm @ 


rpm, 


LIGHT WEIGHT 


Ruggedly built Jaeger yh, val, model weighs 
\verage of 10 other makes, 


only 7200 Ib 


including “lightweights’”’, 7129 Ibs. 


yd. with rated load has 


800 to 2000 engine 


FASTEST CHARGING AND DISCHARGING 


l6 rpm drum, enlarged loader throat and 


25° larger discharge blades set new rates 


ot speed. 
MORE RUGGED THAN EVER 
Examples: Trunnion and final reduction 
mounted in same unit; one-piece drum track: 


largest diameter drum rollers and drive 


sprod ket. 





COMPLETE OPTIONAL CHOICES 


Separate engine or cab-controlled truck en- 


gine drive, with type of transmission, load 


ing, water measuring and injection you prefer, 


YOUR JAEGER DISTRIBUTOR 


knows your local conditions and how Jaeger 


equipped for most efficient 
operation with youl set-up. Check with him 


mixers can be 


or write us for complete information. 


G Propucts MERCHANDISE! 


Jaeger Model “D” 


THE JAEGER 
MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


AIR COMPRESSORS ® PUMPS 


CONCRETE MIXERS . PAVING MACHINES 


Circle No, 48 on Coupon, page 110, 





NEW Balas 


Available in 25, 50 and 100-yard roll: 
Sol-O-Lite Laminating Corp., Dept 
AL, 4301 W. North Ave., Chicago 39, 
Il} 


Cirele No. 20% on Coupon, page 110 


Windout Strips 


Double-hung windows can now be 
made removable and weathertight 
easily and economically with a newly 

te 2 introduced set of high-tension alumi- 

Concrete Form Panels Pa | num strips called Windout, it is said. 
a| - ; Installed in existing frames and uti 

A new and faster way to build con 7 -* iq E, lizing existing window sashes, the new 
crete forms using only 1%” plywood oa) = = i? strips allow quick removal of both 
panels equipped with special fasteners sashes for washing or painting. The 
and employing steel clamps for goin strips replace sash cords, weights and 
ing the panels, is announced, The new pulleys and make windows work easily 
assembly proce is said to be es ie / and smoothly, according to the manu- 
pecially applicable to stepped-up foot ‘ | Bi facturer. Winseal-Windout Mfg. Co. 
ings, pilasters, columns and beams es : evs Dept. AL, Oakmont, Penna 
FormCo concrete panels are sold by i fas f : ; 
the square foot in any size or type 
of panel from 8” to 24” in width and 
in heights of 3’, 4’, 5’, 6’ and 8’. Hard 


ware is included, FormCo., Inc., Dept. ) ) F 
AL, Rockford Trust Bldg., Rockford, Interior Shutters | a J bd 


t] Interior window shutters with mov- 

able louvers are announced. Manufac =< 
tured of clear white pine, with mortise | 
and tenon construction, they are avail 

able in all sizes. Shutters are supplied 

completely assembled, rabbeted and 

beaded, hinged together with inter 

panel hinges. Knobs and hook are also 

furnished. Louvercraft, Inc., Dept. AL, 

125 Austin Place, New York 55, N.Y. 

Cialis He. 006 an Dende bens 210 Ventilating Range Hoods 








Cirele No, 206 on Coupon, page 110 


Civele No. 201 on Coupon, page 110 


A complete line of solid top ventilat- 

ing hoods has been added to the Berns 

Air King line of Push-A-Matic deluxe 

ventilating range hoods. These hoods 

are designed for use where the venti 

lating fan is installed in the splash 

plate or back wall. Available in 24” 

30”, 36” and 42” lengths to fit all 

Nu-Wood Random Pattern ' cabinet depths from 11%” to 13%” 

ae - “4 Berns Air King Corp., Dept. AL, 3050 

A new random pattern acoustical N. Rockwell St., Chicago 18, Il. 
tile has been added to the manufac 
turer’s line of Nu-Wood interior fin 
ishe Nu-Wood random tile feature 
wientifically designed sound traps in 
the tile perforation All tile bevels 
are coated to match the decorative 
white of the tile surface. Available in 
tongue-and-groove type for applica 
tion with the Nu-Wood clip or avail 
able in wide-flange style for staple ap 
plication, Both types can be applied Utensil Cabinet 

by adhesive or nailing. Wood Con 

version (Co Dept Al First National A new utensil cabinet that provides 

tank Bldg 3t. Paul 1. Minn not only a place for everything, but 

the most accessible place, is an 

nounced, Perforated Presdwood pan 

els permit easy adjustment of hook 


hangers in the top compartment, to Cement-Base Paint 


Clear Plastic in Rolls accommodate all sizes and shapes of Silitex, S.F. (silicone formulation) 
utensils. A spacious bottom drawer 


Cirele No. 207 on Coupon, page 110 


cle No, 202 on Coupon, page 110 


is claimed to be the latest advance in 
the battle against water seepage and 
lampness in the basement and on ma 
sonry walls. It is applicable to any 
porous masonry surface, such as brick, 
cinder block, stucco and cement plas 
ter. It is offered in white and four 


Extra ‘ clear Crystal - Lite has adjustable diviuers for compact 
plastic, in rol ik” in width is now storage. Unit i ivailable in two 
available. Heavy 4 mil vinyl, the new standard heights and widths—84” o1 
Sol-O-Lite product withstand hard 90” in height and 18 or 24” in 
wear, it is easily sewed or sealed with width. Wood-Metal Industrie Ine 
a hot iron and makes practical covers Dept. AL, Kreamer, Snyder ¢ ounty, 
for furniture as well as shower cur Penna 
tains, storage bag etc., it is said Circle Neo. 205 on Coupon, page 110 (continued on page 92) 
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Easy to Own, Easy to Drive 


INTERNATIONAL TRUCKS 


INTERNATIONAL Trucks are easy to own because they 
cost less to own . . . stay on the job longer for fewer 
dollars. Cost records have proved this. They are 
made to do a truck’s work, all-truck built to save 
you the BIG money — the important operating and 
upkeep money 


INTERNATIONAL Trucks are easy to drive because 
they have all of today’s modern comfort, conven 
ience and safety features— big, roomy cab ~— rear 


INTERNATIONAL 
TRUCKS 


BuILDING Propucts MerRCHANDISES 


shackled, cradle action front springs—positive 
steering control for safe, easy maneuvering — full, 
undistorted visibility — plus attractive, colorful 
styling 

Whether you need a pickup for small “hurry up’ 
deliveries or a truck to haul your biggest loads 
your INTERNATIONAL Dealer or Branch is the man 
to see 


INTERNATIONAL HARVESTER COMPANY + CHICAGO 


All Truck Built to 
save you the BIG money! 


Motor Trucks « Crawler Tractors + Construction 


Equipment + McCormick” Farm Equipment 


® and Farmall”® Tractors 


Circle No. 49 on Coupon, page 110. 








NEW PRODUCTS 


(hegins on page 90) 





decorative color Siliphane Corp., 
Dept. AL, 10 East 40th St., New York, 
N. Y 


Circle Neo. 208 on Coupon, page 110 


Dust-On Colored Concrete 

Ready-to-use, Dust-On colored con 
crete is suggested for driveways, 
patios and indoor areas, such as fire 
places, etc. This decorative, perma- 
nent means of adding beauty to any 
fresh concrete surface is available in 
a choice of six colors, brown, red, 
vellow, green, red and black, Tamms 
Industries, Inc., Dept. AL, 288 N. 
LaSalle St., Chicago 1, Ill 


Civele No. 209 on Coupon, page 110, 


Wy, 7 
Ider 
OVERHEAD SECTIONAL 
GARAGE DOORS 


COMMERCIAL 


STURDY 














TRILINE 


ee 


a SEN Ns ARES EET 


LEVELINE 


Spring Hinge 


Keeping doors closed is one of the 
big functions of this new, large size 
spring hinge. Adjustable spring ten 
sion is easily and quickly changed for 
varying conditions. The massive but- 
ton tip and barrel gives it a modern 
look. loose. wrought steel, non-fer- 


Every Calder door 


| con be equipped | 
with extension of J 
torsion springs and | 
con be electrically 
| operated ond rodic 
controlled. ¥ 
ay 


calder MANUFACTURING CO., Lancaster 4, Pa. 


92 Circle No. 50 on Coupon, page 110. July 





9. 


rous, anti-friction washers and tight 
pins assure long service. The Shelby 
Spring Hinge Co., Dept. AL, Shelby, 
Ohio. 


Cirele No. 210 on Coupon, page 110 


Mul!tiTint Wood Stain 


MultiTint wood stain is recom- 
mended by the manufacturer for furni- 
ture, floors, woodwork and paneling. 
It is available in 45 colors that stain, 
fill and seal wood in one application, 
it is claimed. The new product is a 
neutral base, packaged in half-pint, 
pint, quart and gallon containers, 
from which each Bo is produced by 
the addition of a MultiTint color unit. 
Seidlitz Paint & Varnish Co., Dept. 
om 18th and Garfield, Kansas City, 
Mo. 


Cirele No. 211 on Coupon, page 110, 


Brick-Panel Housing 


The brick-panel housing of Van 
Packer packaged masonry chimney 
is now offered in a choice of three 
brick colors—red, buff and white. The 
housing is constructed of fireproof, 
weatherproof cement-asbestos. Com 
pletely packaged, including the flash 
ing, the Van-Packer is a safe, perma 
nent masonry chimney, which can be 
put up in three hours, it is claimed. 
Van-Packer Corp., Dept. AL, Betten 
dorf, lowa. 

Cirele No, 212 on Coupon, page 110 


Heouse-Cote Paint 


House-Cote, an outside house paint, 
is supplied in white and primer oniy 
to reduce investment and increase 
turnover, says the manufacturer. Color 
cards are furnished illustrating 12 
modern colors easily obtained by the 
addition of Kem Tint tubes. House 
Cote is available in quarts, gallons 
and five-gallon containers. Dayton 
Color Works, Dept. AL, 424 E. Third 
St., Dayton Z, Ohio. 


Cirele No. 213 on Coupon, page 110 


(continued on page 94) 
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HOME 





dramatizes the 


products and 








services you sell 


Homeowners are your best prospects and your 
biggest market, but as far as they’re concerned, 
you're just selling boards and nails. You have to 
draw a picture to make them visualize the home 
improvement packages you're really selling. Here’s 
how to do it: 


Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 




















who are looking for how-to information. A recent 
readership survey indicates that 98° of readers 
know the name of the dealer sending them HOME 
magazine; 75° have made purchases as a result 


of receiving it. 


Over 1600 lumber retailers have found 


sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only lle per copy, including your front cover 


imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service, Just 
fill in coupon below and mail. Or, if you prefer, 


telephone collect. 





Seenenenenenenenoenenenee eneneneeeceenene stun 


Service Manager, Room 2000EF 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois 
FInancial 6-5380 

( ) Send us complete information, with no obliga 


tion on HOME and its new homeowner mailing 
list ervice 


{ ) We already use HOME, but would like full de 
ails on the new homeowner mailing list service 
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ne screen doors, is announced. It is said 
NEW PRODUCTS to be especially effective for the 
troublesome door that is warped or out 
of line. Neatly designed; bright alumi- 
num case with adjustable screw slots 
Easy to install: floating magnet is 
self-aligning to oversized strike. Penn- 


x Akron Hardware Corp., Dept. AL, 
4 Woodside 77, N. Y 
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Warm-Dri Towel Rack 
A touch of the switch and the 


Warm-Dri electric towel rack is heat- 
ed by a 50-watt element within the 
tube. The Warm-Dri provides just 
enough heat to make the towels com 

A new cabinet catch, which has a fortably warm, without discomfort for 
permanent magnet with a 10-pound even the tenderest hand and with a 
bulldog grip that holds sliding and red signal light to indicate when cur- 


(begins on page 90) 





Magnetic Powerhouse 


HIGHER ROPE PROFITS 
with LESS Investment 
LESS Space 
LESS Labor 





The ROPE RETAILER © | ome,se.-- 


NO CHARGE 


with Famous WATERBURY | with initial order 
"Blue Marker” Manila Rope 


Attractively displays the six sizes which 
sell— Ve af i", % af Ya Y. % aff ¥%, “ 








COMPARE! 


$102.77 vs. $166.19 
—~ WATERBURY ROPE RETAILER COIL ROPE 
ona * ONLY $102.77 now for complete * 14 coils of rope in 


initial order . . . gives you $49 profit these six sizes 
A Fe URY' per square foot of floor space costs you $166.19 
nn 


Set, “ (based on 2'2 times turnover per now. 
UNI ) 

1816. year). * \% coils of rope in 

ew" * ONLY 314 square feet of floor space these six sizes 

needed for this modern rope occupy approx. 

merchandiser. 14 sq. ft. of space. 


Ask Your 
Wholesaler ONLY THE WATERBURY ROPE RETAILER 


About the 
WATERBURY gives you ready-to-sell packaged manila rope 


ROPE RETAILER and cut lengths on patented continuous reels. 


or Write Divo tor ELIMINATES COIL ROPE! 
isc atin toate SELLS MORE ROPE! 


WATERBURY COMPANY, INC. 


88 Wallabout Street, Brooklyn 11, N. Y. 
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rent is on. Bars and end brackets are 
fashioned of solid brass, beautifully 
chromium-plated. Hall-Mack Co., Dept. 
AL, 1380 W. Washington Blvd., Los 
Angeles, Calif 
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Room Dividers 


Black wrought-iron telescopic poles 
that extend up to ceilings 9'3” high 
are announced. Also available’ in 
brass-plated finish. The 18” and 36” 
high decorative trellis sections are 
complete with fastening clips and can 
be attached to the poles in many 
decorative combinations. Wrought-iron 
shelf and ready-to-paint plant holders 
are also easily attached to create room 
dividers. Shelfmaker Products Corp., 
Dept. AL, 1150 Broadway, New York 
ee Be 
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NOW for the first time ....0:: 
“gO HAKE paint 
thousands of colors! 


Carousel Shake Paint 


The new Carousel Shake Paint com 
bines the finest of pigments and oils, 
giving a matte flat beauty to shingle 
and shake exteriors, in an unlimited 
variety of colors, it is said. A potent 
fungicide has been incorporated in the 
formula to resist deterioration of the 
paint by fungus or mildew, reports 
the manufacturer. Standard - Toch 
Chemicals, Inc., Dept. AL, 2600 Rich- 
mond Terrace, Staten Island 3, N. Y. 

Cirele Ne. 217 on Coupon, page 110. 
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FRANTZ famous No. 10 RIGID 
OVERHEAD has “New Look” 


FOR ADDED PRESTIGE APPEAL 


da | 
REE 
Pe ene | 
with o7 wa * 


FRANTZ Exclusive 
SELF-OPENING 
“POWERMATIC” 

OPERATION— 
just turn the handle 
Door glides up‘to 

full open position! 





The Frantz No. 10 size 8’ x 7’, 
with its automatic opening fea- 
ture, has long been the outstand 
ing rigid, or one piece, door in 
its field. Now it has been given a 
NEW design to provide the dis- 
tinguished appearance found in 
high priced sectionals, but at the 
low cost of a rigid! Those sleek 
horizontal lines are also available 
in No. 7, size 8’ x 66”, No. 19, 
size 9’ x 7’ and No. 21, size 16’ 
x 7’. Cash in now on these smart- 
est buys of the year! 


Look behind the No. 10, too! You'll find a host of fea- 
tures, like exclusive “Powermatic” self-opening, full 
length angle braces, heat-treated, oil-tempered power 
springs, pre-fitted parts for speedy installation, and the 
low 2” headroom. These and other features—real features 

account for the remarkable popularity of the No. 10. 


Write today for Catalog No. 303 


FRANTZ 


GARAGE DOORS AND HARDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 








BUILDING Propuct 
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MERCHANDI 


SELLING PADLOCKS! 








“WORLDS. FASTEST 


COMPLETE 
PADLOCK 
DEPARTMENT 
in less than 


2 Sq. Ft. 


these 
Pol Sp 


BEHIND CASH 
eeaister 





BULDERS 
HARDWARE 


With the Master NO. 100 
Display it’s easy to keep this 
fast-turnover line in a prominent 
place. Enjoy the steady, year 
‘round profits that only Master 
features and Master quality 
can give you. Order from 


your wholesaler. 


Master Padlocks 


Master Jock Company. Milwaukee 45, Wis 
Worlds Largest Padlock Manufacturers 
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Multiplex installation at the H. H. Troup 
Lumber Company in Kankakee, Illinois 


A MULTIPLEX like this can 


make money for you... 


Just as Multiplex makes the selling job easier for the Troup 
Lumber Company, so it can make your selling job easier and 
more productive, too. These modern, steel-framed wing-panels 
provide an excellent display for panelling, moulding, floor and 
wall coverings, siding, and many other items . and panels are 
interchangeable with full-size sample doors 

Modernize your showroom and streamline your selling with 


Multiplex Swinging Wing-panel Display Equipment. Remember 


Show it well, and it will sell! 


The drawing at the right 
will give you an ideo of the 
floor space needed for a 
typical 10-penei Multiplex 
display, With 60 high pan 
els, more then 330 squere 
feet of display space is pro 
vided 





NEW PRODUCTS 


(hegins on page 90) 





Woodgrain Kenroyal 

Woodgrain Kenroyal, a new styling of homogeneous 
vinyl! floor tiles in rich wood tones of birch and mahogany, 
is announced. Designed to fit into any interior decoration 
plan, whether traditional or contemporary in feeling and 
design, the new tiles feature delicate blending of wood 
tones. The new Woodgrain Kenroyal! is available in Birch 
Woodgrain, ni mber R-51, and Mahogany Woodgrain, num 
ber R-50. Both are available in standard gauge .080 inch 
and in %”. Kentile, Inc., Dept. AL, 58 Second Ave., Brook 
lyn 15, N. Y. 
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Ualco Verti-Slide Window 


Southern Sash announces a new, all aluminum vertical 
sliding window. Called the Verti-Slide, it is fabricated of 
especially designed extruded aluminum. Each movable sash 
is provided with two loaded spring locks, one at the right 
and one at the left of the vent, designed for positive lock- 
ing. The new window addition is available in numerous 
sizes for any type opening. Southern Sash Sales & Supply 
Co., Dept. AL, Sheffield, Ala. 


Circle No, 219 on Coupon, page 110 


Paint Remover 

A new, fast-acting paint remover, that washes away old 
paint, is announced. Only a water-moistened cloth is neces- 
sary to take off both the remover and the old paint, it is 
said. It is effective on all types of varnish, lacquer, shellac 
and paint, including latex paint, points out the manufac- 
turer. It is packaged in pints, quarts and gallons. The 
Sherwin-Williams Co., Dept. AL, 101 Prospect Ave., Cleve 
land, Ohio. 


Circle No. 220 on Coupon, page 110 


Window Materials 
A new low-priced line of window materials is announced 
by Warp Bros. The new low-priced items added to Warp’s 
competitive line are Vinyl-Pane, a clear vinyl plastic film; 
four mesh Dur-O-Pane and 14 mesh Dur-O-Pane (both 
wire based window materials). Warp Bros., Dept. AL, 1100 
N. Cicero Ave., Chicago 51, Ill. 
Cirele No, 221 on Coupon, page 110 
(continued on page 98) 











| MULTP LEX DISPLAY FIXTURE CO. 


907-917 North 10th Street ° 


Please send your Display Equipment Catalog 


St. Louis 1, Missouri 














What's Your Answer? 


(For the anawers, see page 112) 


What did the Airline Lumber Company do that 
makes children want to accompany their parents 
on a shopping visit to this yard? 

What new exterior-grade plywood is claimed to 
“offer you extra profits and your customers 
sound building short cuts?” 

How does Builders Emporium maintain the inter- 
est of homeowners in its plumbing department? 
What kind of a job guarantee does a Decatur, 
Ala., dealer give homeowners after the comple- 
tion of a home repair job? 

Can you finish this manufacturer's catchy slogan, 
“Everything Hinges on H - - - - 7” 

What eye-catching method does the Rubenstein 
Lumber Company employ to show customers how 
batt, roll and loosefill insulations look when in- 
stalled? 

Name the company who claims to be “the world’s 
oldest and largest manufacturer of a complete 
line of plastic window materials.” 

How did the Forkner-Manger Lumber Company 
provide customers with fast service on small 
pickup items? 

Which manufacturer is offering you a “free eye- 
catching display to identify your store as a tool 
center?” 

Name the products which are said to be “goin’ 


great guns with builders and dealers?” 
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Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 


these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


*Edward Hines Lumber Co, . . . . « « Ghieago, Ill, 
Mil) at Bergland, Michigan 
Sales Office—77 W. Washington 8t.—Chicage 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


*Copeland LumberGo, . . « » » « « » Ghleago, I, 


Milis—Marquette and Newberry. Michigan 


*Kimberly-Clark of Michigan, Inc. . . Saree Neenah, Wis. 


Mills at Marenisco, Mich. 
Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


“Goodman Lumber Company . . . . . Goodman, Wis. 


Northern Hardwoods, Hemlock, wie! Pings Basswood, Hardweed 


Sales Office — CHICAGO — 228 N. La Salle St. 
Hardwoods. 
Planing Mills and Dry Kilns. 


Dimension. Planing Mill. Dry Kilns. Retary Cut Veneers. 


Marshfield & Park Falls, Wis. 


cos Mich. 


*Roddls Plywood Corporation 


Roddis Lumber & Veneer Co. of Mich. 
Roddis Lbr. & Veneer Co., Lid. Sgt Sie. Sutgte, Son. 
Complete stock N. Hdwds.. Hemlock, W. a 

Birch, Fig. Hadwd. Veu'r'd Doors. Plywd. ay Kiln facili 


*tHoll Hardwood Go, . « « we ee +) 6(OOnto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- 
bone, Parquetry types: all types Heavy Duty Flooring. 


Ironwood, Mick. 


*+J, W. Wells Lumber Co. . . . . » Menominee, Mich, *tAhonen Lumber Go, . «ww ee 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. Northern Hardwoods, Hemlock. White Pine. 


Custem kilo drying. Upper grades Hard Maple and Birch lumber, Dry Kilns. “AAA” brand MPMA dw 
rough. Hardwood and Softwood Pallets. 





*Member Northern Hemlock & Hardwood Mfrs. Asan. 
—— No 


tMember Maple Flooring Mfrs. Assn. 





ee 
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DEALERS 


(begins on page 82) 


NEW PRODUCTS 


(begins on page 90) 





ing from Your National Associa- 
tion.” Cy Sweet, assistant commis 
sioner of FHA, talked on “Profit- 
ing from Title I Loans.” 

Election of officers came in the 
final sessions of the two-day meet- 
ing. C. W. Peek, Jr., Peek-High- 
tower Lumber Co., Cedartown, was 
elected president. Ed Chambers, 
Chambers Lumber Co., Gaines- 
ville, was elected vice-president; 
J. G. Rowell, Atlanta, secretary, 
and J. H. Flowers, Flowers Lum- 
ber Co., East Point, treasurer. 


California Publishes Book 


Orrie Hamilton, executive  vice- 
president, Southern California Retail 
Lumber Association, announces the 
publication of a yearbook for 1956. 
Among the valuable features included 
in the book are handy tables and 
charts for estimators; profit actuary 
and conversion tables; lumber piece- 
price tables and a classified list of 
products and suppliers. The price of 
the book is $12, and it may be ordered 
direct from the association at 111 W. 
7th St., Los Angeles, Calif. 


Harvey Lumber Co. announces it has 
acquired and is operating its first 
branch yard at 7834 Grand Ave., Elm- 
wood Park, Ill. The firm’s main yard 
and executive offices are at 1701-39 
Cermak Rd., Chicago. Vice-president 
Harvey Goldberg reports the new 
branch will be developed as a modern 
building materials supermarket. 


While conducting a three-day short 
course in construction cost estimating 
sponsored by the Oklahoma Lumber- 
men’s Association in Tulsa recently, 
Herb Lotz of Johns-Manville Sales 
Corp., New York, was made an Indian 
chief in the Oklahoma Otoe Tribe. 
Lotz was presented with an Indian 
war bonnet, 


Hammond Lumber Co., Los Angeles, 
announces the recent purchase of Pat 
ten-Blinn Lumber Co.’s Ocean Park 
yard, The yard, the 20th Hammond 
branch in southern California, will be 
known as the Santa Monica Bay yard. 


This year marks the first 100 years 
of business for Kelsey & Freeman 
Lumber Co., Toledo, Ohio, The pioneer 
company today boasts a lively retail 
trade to homeowners and building con- 
tractors, 


Stanley's, owned by Stanley Slosek, 
was completely destroyed in the worst 
fire in the history of Adams, Mass., 
on May 30. The blaze, battled by 200 
fire fighters, left an area greater than 
a large city block in charred ruin. 


W. H. (Bill) Summerhayes, presi- 
dent of Summerhayes Lumber Limited, 
Brantford, Ont., died suddenly May 28. 
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Dodge Drama-Tile 
Unusual effects in custom floor and 
wall designs are available by com- 
bining patterns of Dodge Vinyl-Cork 
tiles. Known as Dodge Drama-Tile, 
the shape of the tiles is such as to 
produce an almost unlimited number 
of geometric designs, including many 
three-dimensional effects. Drama-Tile 
is available in 10 plain colors and 
three natural cork patterns in %” 
Vinyl-Cork tile. Shapes are cut from 
6”, 9” and 12” tiles. Dodge Cork Co., 
Inc., Dept. AL, Lancaster, Penna. 
Cirele No, 222 on Coupon, page 110. 


Handi-Kart 


Handi-Kart is lightweight yet rug- 
ged enough for loads up to 300 pounds. 
It is said to be ideal for moving trash, 
garden supplies and many other 
heavy items. Size overall is 16” x 58” 
with %” solid steel handle and a full 
%y” thick 7%” x 16” foldup carrying 
late for easy storage. Stahl Mfg. Co., 
Jept. AL, 12282 Woodbine, Detroit 
28, Mich. 


Cirele Ne, 228 on Coupon, page 110 


Counter-Surfacing 


General Electric’s Textolite lami- 
nated surfacing material is now avail- 
able in two newly styled, contempo- 
rary patterns. Called Heyday and 


Crackle, the new patterns are avail- 
able in six colors and are keyed to 
GE’s color-choice program, which fea- 
tures color-styled kitchens for today’s 
homes. Captioned Mix-or-Match, the 
color-choice idea enables the home- 
owner to select a complete color-har- 
monized kitchen, including small ap- 
pliances, counter surfacing and utility 
units. General Electric, Dept. AL, 
Pittsfield, Mass. 


Cirele Ne. 224 on Coupon, page 110. 


Door Lock and Pull 


A new combination door lock and 
puil, designed for simple installation, 
is announced. Available in either non 
locking pulls for passageway doors 
or in various combinations of privacy 
locks, the manufacturer points out 
that this new unit can be installed 
simply by making a single cut in the 
door edge, sliding the factory-assem- 
bled unit into place and then tighten 
ing two screws. All units are re- 
versible and adjust to fit any door 
ranging from 1%” to 1%” in thick- 
ness. Challenger Lock Co., Dept. AL, 
4865 Exposition Blvd., Los Angeles 
16, Calif. 


Cirele Neo. 225 on Coupon, page 110, 


No. 475 Thor SpeedSaw 


, 


A portable 74%” electric saw, driven 
by a universal motor that delivers 
1% hp, is being added to the manu- 
facturer’s SpeedTool line. Designated 
as the No. 475 Thor SpeedSaw, the 
new heavy-duty unit, features an 
automatic telescoping guard riding on 
anti-friction ball bearings. Housed in 
aluminum alloy die castings, the new 
SpeedSaw has a series wound motor 
for either AC or DC operation and 
cuts to a maximum depth of 2 7/16 
and a minimum of %”. Thor Power 
Tool Co., Dept. AL, Aurora, IIl. 

Cirele No. 226 on Coupon, page 110. 
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“If you don’t have it in stock, we do!” 


Take the word of Dee Jones, superintendent of In the picture you can see part of Dee Jones’ big 
Truscon’s big Cincinnati warehouse. He says, “We stock of Truscon Series 138 Double-Hung Steel Win- 
stock about 290 different types and sizes of Truscon" dows—the trouble-free window that's the largest sell- 
Windows. Most of our orders come in the morning ing window of its type in the world. It's a proven 
mail—and we get them all out that same day. Maybe product that you can be proud to sell! 
we can't ship yesterday, but we sure get them out Full-time warehouse support is a “plus” service that 
only Truscon offers. Same-day shipment out of ware- 
house stocks applies to all Truscon dealer products 
Series 138 Double-Hung Steel Windows, Steel and 
Aluminum Casements, Steel Ranch Windows, Alumi- 
num Awning Windows, Interior Steel Doors, Project- 
ed Steel Windows, and Metal Lath and Accessories 

lruscon helps dealers sell! Send coupon for full in- 
formation on Truscon dealer opportunity which may 


today.” 

Like all Truscon warehouse superintendents across 
the nation, Dee Jones is in business to help dealers in 
his territory supply the demand for Truscon Metal 
Building Products. If you run out of stock on any 
Truscon item, there are 33 additional warehouses 
located throughout the country, ready to get it to you 
fast. This service helps Truscon dealers make sales, save 
sales, and give their customers prompt service, too. be open to you 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL CORPORATION 
1058 Albert Street, Youngstown 1, Ohie 


Yes, I'm interested in full-time warehouse support 
Truscon literature on Building Products 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


Youngstown 1, Ohio a Vite 


Firm 
A NAME YOU CAN BUILD ON Addres 


City Jom 











Crown E-Z Lifts 


Crown E-Z Lifts, a new line of 
manually operated hydraulic lifts, are 
announced, There are three Crown 
E-Z Lift models—the Crown LT-1,000, 
a thousand-pound capacity table lift; 
the Crown LT-500, a 5600-pound ca- 
pacity table lift and the Crown FL- 
1,000, a thousand-pound capacity fork 
lift with optional interlocking safety 
plate platform for quick conversion to 
a lift table. Crown Controls Co., Inc., 
Dept. AL, 40-44 8. Washington, New 
Bremen, Ohio 

Clrele Ne, 227 on Coupon, page 110. 





Powasert Machine 


Tacks, nails and screws ranging in 
size from 4%” to 3%” are fed and 
driven automatically at rates as high 
as 300 per minute by the Powasert 
line of portable equipment. The nail 
size range was extended to 3%” by 
the manufacturer's recent purchase of 
Nail-A-Matic. Other Powasert ma- 
chines include the tacker, which is 
produced in two models; a high-speed 
nailer and a lightweight screwdriver. 
United Shoe Machinery Corp., Dept. 
AL, 140 Federal, Boston 7, Mass. 


Cirele Ne. 228 on Coupon, page 110. 





When answering advertisements 
please mention 


AMERICAN LUMBERMAN 
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Driil Press Vise 


A new improved, simplified drill 
press vise is announced. guide bar 
and protractor disc is featured to 
speed up drilling operations, without 
swinging table or head of drill press 
to locate exact position of work. The 
manufacturer points out that the vise 
has universal movement on the drill 
press table and one of the two self- 
locking, quick-sliding, movable jaws 
can be swiveled to grip irregular 
work. K-Vise Co., Inc., Dept. AL, 115 
Farrand Ave., La Porte, ind. 

Cirele No. 229 on Coupon, page 110. 





Power Flow Transmission 


The introduction of automatic power 
flow transmission, on the Model R-15 
Moto-Bug as standard equipment, is 
said to provide an increase in speed, 
power, operating ease and production 
capacity. Speed has been increased to 
12 mph. The power ratio of 4 to 1 
multiplies engine torque range as 
much as 200%. With a full load of 
2,000 pounds, the Moto-Bug will nego- 
tiate grades up to 25%. Kwik-Mix 
Co., Sub. of Koehring Co., Dept. AL, 
Port Washington, Wis 


Cirele No, 230 on Coupon, page 110. 


Cabinet Model Power Tools 


New heavy-duty Duro cabinet model 
power tools incorporate approved 
safety devices. Blades are protected, 
belts, pulleys and motors are com- 
pletely hidden and built-in switches 
offer safe, convenient control at op- 
erating level. Easy access cabinets 
permit rapid belt tensioning and pul- 
ley adjustments, it is said. The Duro 
cabinet model power tool line includes 
a 6” belt and disc sander, 26” scroll 





saw, 6” jointer, 14” x 38” production 
lathe, 15” band saw. Duro Metal Prod- 
ucts Co., Dept. AL, 2651 N. Kildare 
Ave., Chicago 39, Il. 


Cirele No. 231 on Coupon, page 110. 





Concrete Mixer 


Models in the new Handymix con- 
crete mixer line range in size from 
a hand-operated 141-pound mixer 
mounted on steel skids to a powered 
mixer with a large drum, which will 
deliver more than three cubic feet of 
concrete per minute, it is said. The 
Handymix machines are designed for 
hand or power operation up to 2% 
hp with a gasoline engine or % hp, 
110-220 V, single phase engine. Speed- 
matic Research and Equipment Corp., 
Div. of Porter-Cable Machine Co., 
Dept. AL, 12 Port St., Pulaski, N. Y 


Cirele No, 232 on Coupon, page i106. 





Portable Hydraulic Lift 


Designed for handling small, yet 
heavy loads, a 6500-pound capacity, 
hand-operated portable hydraulic lift 
is announced. For maximum flexibility 
the unit can be used as a stacker or 
a work platform, it is said. The carrier 
comes equipped with a 24” x 24” re- 
inforced steel platform that lowers 
flush to the floor to slide under loads 
and has adequate lift height to reach 
benches, machine beds, etc. The Oster 
Mfg. Co., Dept. AL, Box 4326, Cleve- 
land 82, Ohio. 

Cirele No. 235 on Coupon, page 110. 
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paraplegia CONSTANT INSPECTION 
Quick and easy installation—screws tightly in Yr the 


usual time—no marks or scratches on walls or woodwork. (2% Seer ers 


NO TOOLS NEEDED 
ans bon haem ~~ PRODUCT PERFECTION 
Order from your wholesaler 


Our 80th Year of Quality Leadership 


THE H. B. IVES COMPANY, 
NEW HAVEN 8, CONNECTICUT Southwest trademark passes under the critical eyes 
of graders and inspectors not once, but many 


Every piece of Ponderosa Pine lumber bearing the 











Circle No. 56 on Coupon, page 110. 
times before being shipped to market, You get 


the grade you ask for and the difference is 
immediately apparent when you see clean, bright, 


premium-quality Southwest lumber stacked along 


INSTALLER |i 
Made from virgin Ponderosa timber; milled with 


— a i exacting precision, carefully kiln-dried; end-waxed 
\ ae Waves em ; ’ for protection it’s understandable why 


OO iy, 


For Use With . customers look for 
\ { | | the lumber end- stamped 
SCREW ANCHORS ©. with the “INDIAN SIGN“! 


SELL it for profit! RENT it for 
profit! LEND it for profit on 
increased sale of Molly screw 
anchors! Patented Hi-Speed 


Installer makes perfect instal- _ — 
lations. Installs 8 Mollys per 

minute in prepared holes. OUT Ww Sy 
Handles any size Molly with- ’ ad 


LUMBER MILLS. INC 
out change or adjustment. 
Easy to use 














General Offices: P. 0. Box 908 Phoenix, Arizona 
ASK YOUR JOBBER © WRITE FOR FREE FOLDER Mills at: Flagstaff - McNary 

e* 6000 cars shipped yearly and delivered when promised! 

— CORPORATION SIDING ¢ SHEATHING e SUB-FLOORING 

DEPT. G20 ROOF DECKING « PANELING « INTERIOR FINISH 

READING, PA, 


Circle No. 57 on Coupon, page 110. Circle No, 58 on Coupon, page 110. 
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Rope Counter Display 


Counter coil of New Bedford 
manila rope on handy reels are now 
being packed in ready-to-use display 
units. These units are completely set 
up and filled with reels of rope. Each 
display holds seven, 100’ coils of 4%” 
rope, or six, 50’ coils of %” rope, or 
four, 60’ coils of %" rope. All reels in 
each display are connected so that 
long, continuous lengths of rope can 
be sold New tedford Cordage Co., 
Dept. AL, New Bedford, Mass. 


Civrele No. 254 on Coupon, page 110, 


Serve-Yourself Packaging 


A complete line of consumer pre 
packs for its specialty service line 
of wire nails is announced by the 
manufacturer, The boxes are designed 
to hold the quantities of nails in 
greatest demand for do-it-yourself 
projects—5, 10 and 25 pounds. Manu- 
factured by Hinde & Dauch, each box 
is imprinted with the weight and style 
of nails it contains. Wire Products 
Co,, Dept. AL, Hortonville, Wis 


Cirele No. 245 on Coupon, page 110 


Bridgeport Screwdrivers 
The Bridgeport No. 700 sectional 


merchandiser includes 80 screw- 


drivers—a complete selection of popu 
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lar sizes. It is a self-stocking display 
in which individual sizes can be re- 
stocked as needed. Selling aids in- 
cluded with the merchandiser are a 
supply of handy guides for customer 
use in selecting the right screwdriver 
and a colorful wall chart for dealer 
use. Bridgeport Hardware Mfg. Corp., 
Dept. AL, Bridgeport, Conn. 
Circle No, 236 on Coupon, page 110, 


Point-of-Purchase Card 


A colorful new back card for Scotch 
brand plastic tape display racks is 
offered. It is made for display rack 
CP-1, An eye-catching feature of the 
back card is a Vari-Vue two-scene pic 
ture window plate. Customers walking 
past the display will see a plastic cov 
ered kitchen chair torn from use and 
at the next step the same chair taste- 
fully repaired with plastic tape, which 
is available in seven colors. Minnesota 
Mining and Manufacturing Co., Dept. 
AL, 900 Fauquier St., St. Paul 6 
Minn. 


Cirele No. 237 on Coupon, page 110 


Rope Display Unit 


This robot salesman fits into nine 
square feet of floor space. The unit 
displays six coils of different types 
and sizes of rope and automatically 
measures the length as the rope is 
pulled through a dispensing unit on 
the display. When the length desired 
is measured off, a specially designed 
arm cuts the rope. Hanging price 
calculator converts the price per 
pound into price per foot and gives 
the dealer his markup automatically 
Cating Rope Works, Inc., Dept. AL, 
58-29-——64th, Maspeth, N. Y. 


Cirele Ne, 238 on Coupon, page 110 


"S$" Hook Assortment 


The six most popular sizes of bright 
zine-plated “S” hooks are available 
in new 744” x 8%” assortment #400 
counter display boxes. Containing a 
total of 108 hooks ranging from 9 to 
00 gauge and 14%” to 3%” in length, 
each box provides a self-service dis- 
penser. Refill packages for each of 
the six sizes in the display can be 
obtained individually. Turnbuckles, 
Inc., Dept. AL, Michigan City, Ind. 


Cirele No, 249 on Coupon, page 110 
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ALUMINUM SLIDING GLASS DOORS. WINDOWS AND JALOUSIES 
RE EIRENE SAE ANCE ADL ECT NEE 


Sun Valley Kit 


Indoor-outdoor living is the theme 
of a new sales aid kit introduced by 
Sun Valley to give additional point 
of-sale impetus to its full line of 
aluminum sliding glass doors, win- 
dows and jalousies. Included in the 
three-item kit are a banner for dis 
play and a compact counter display 
unit with a built-in pocket dispenser 
designed to hold the third item, a 
3” x 6” giveaway folder, which can 
also be used as an envelope stuffer. 
Sun Valley Industries, Inc., Dept. AL, 
Sun Valley, Calif. 

Cirele No. 240 on Coupon, page 110 


Window Lock 


The. Ives window 
a permanent fixture for 
against intruders, is now carded and 
covered by a clear plastic bubble. One 
dozen cards are packaged in a new 
counter merchandiser. Wrought steel 
finished in bright brass, dull brass, 
dull bronze, bright nickel. The H. B 
Ives Co., Dept. AL, 5 Artizan St., 
New Haven, Conn. 
Cirele No. 241 on Coupon, page 110. 
(continued on page 112) 


ventilating lock, 
protection 
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BUSS No. 41 PLANER 


PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 





A Meoium size, wedge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working industry 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, instantaneous mi- 

crometer control of 

pressure bar, shearing 

bar and other 

highly desirable 

features. Sturdy, 

semi-stee!l cast 

frame. Capacity: 

24", 26" of 30" x 

8. A real pre- 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 


Circle No, 59 on Coupon, page 110. 


Something 


NEW 


Something 
DIFFEREN 


A new modern 
Combination Storm and 
Screen Door equipped 
with Easy Change 
Locking Device to permit 
easy change from 
Summer to Winter, 


The Sure Grip 
Protecto Plate 


with the 
Easy Chonge 
Locking Device 


>. 4 Beautiful — Practicai, can be 
painted in two-tone colors te 
match of harmonize with 
color scheme of your house, 


THE COMBINATION DOOR CO. FOND DU LAC, wis 





Circle No, 60 on Coupon, page 110, 





THIMBLE MAGIC... 


the Midget Thimble lets air into 
places no other louver can reach, pro- 
tects paint, wood and metal from ex 
cess heat and moisture 


Thimble Louvers are always used with 
regular Midget Louvers, feature same 
easy push-in installation, hold securely 
without nails or screws. Perforated de 
sign is insectproof, won't clog when 
painted 


Midget Louver's standard line now 
offers chrome, anodized, copper, and 


) 


aluminum in 1, 1/2, 2, 2%, 3, 4, and 
6 inch sizes 


Write for full information on humidity 
control 


MIDGET LOUVER COMPANY 


6 WALL STREET * NORWALK, CONNECTICUT 
Circle No. 61 on Coupon, page 110. 
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IDEAL "IKE" announces... 
no more sagging shelves 
and closet rods 





FOR SHALLOW FOR DEEP 
WARDROBE CLOSET | WARDROBE CLOSET 


New Ideal combination clothes hanger red 
and shelf support eliminates shelf and rod sag 


Extruded Alcoa Aluminum rod smartly 
edges shelf and makes it rigid for full width 
of closet. Drill and saw to fit like lumber. 
No painting or upkeep necessary. Available 
in cartons of ten 10 ft. lengths, No. 700 and 
twenty-five 16 ft. lengths, No 725 














write for prices and delivery 


IDEAL BRASS WORKS, inc. 
250 East Sth H. . St. Payl 1, Minn. 





Circle No. 62 on Coupon, page 110. 
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the magic of the brand 


There’s something about a touch of 
red paint on RED BRAND fence 
that attracts buyers ... that draws 
customers to you... that turns sales 
resistance into a desire to buy. That 
is why RED BRAND dealers agree 
there’s a certain magic in the woven 
wire with the top wire painted red 
... the bright red Galvannealed barbs 
.. and the distinctive Red Top Steel 
Posts. That’s why they sell on sight. 


the magic of advertising 


For over 60 years, we’ve been telling 
farmers why RED BRAND is a 
better fence. We tell them in farm 
magazines. We tell them on radio 
Now, we're telling them on televi- 
sion. The magic of this is that every 
week we tell almost every farmer in 
your territory why RED BRAND 
is his best fence buy. What other 
products you sell give you such 
powerful support? 


the magic of special promotions 


RED BRAND wants to do more for 
you than just help sell more fence 
That’s why we push Practical Land 
Use. When a farmer begins this pro- 
gram, he starts to buy more and 
more of things he needs. You help 
him become a better farmer. You're 
first in line for his business. This is 
the kind of magic we like to do for 
our dealers. For more facts about 
Red Brand magic, write today. 


KEYSTONE STEEL & WIRE COMPANY 


Makers of Red Brand® Fence - 
Red Top*® 
Non-Climbable Fence * 


RED BRAND Defender 50 
SAL vAMntatte’ Correa Station 
ff 


were | wen) 


. KEYSTONE “=the 
mee a ial 


Bui_pInNG Propucts MERCHANDISER 


Peoria 7, Winels 


Red Brand” Barbed Wire + Bale Tie 


Stee! Posts * Keyline Poultry Netting + Nails + Gotes 


Keymesh® 
Keyweld 


Ornamental Fence + 


Keycorner * Keybeod * Keywall 


the only fence 
line that 


Circle No. 63 on Coupon, page 110. 





Sa LITERATURE 


Manual of Appraisals. The Fifth 
Edition of Boeckh’s “Manual of Ap- 
praisals” represents the greatest ag- 
gregation of numbers ever brought 
together for use as a working tool in 
the appraisal field, or for those desir- 
ing to make a rapid estimate of con- 
templated structures for cost-plan 
ning purposes, Special chapters and 
tables cover land, depreciation, capi- 
talization, obsolescence, costs of build- 
ing equipment and components. Price, 
$18. by lished by E. H. Boeckh & As- 
sociates, Washington, D. C. Available 
from American Lumberman, 139 N. 
Clark, Chicago 2, Ill. 

Circle No, 250 on Coupon, page 110. 


Power Tools. “New Ways to Make 
Money on Your Cutting Jobs with Job- 
Tested DeWalt Methods,” is the title 
of a 16-page booklet by DeWalt. The 
booklet features facts about the valu- 
able benefits, which a DeWalt machine 
ean bring you. Included also are ideas 
on how to gain greater shop efficiency 
and safety plus. DeWalt Power Tools, 
Dept. AL, laneaahen, Penna. 

Cirele No, 251 on Coupon, page 110. 


Cedar Shakes. A handy, illustrated 
guide for beginning a starter course 
for a double-coursed exterior wall, 
with machine-grooved cedar shakes, 
has been issued. Free copies of “How 
to begin starter courses for cedar 
double-coursed sidewalls” may be ob 
tained by writing Red Cedar Shingle 
Bureau, Dept. AL, 5510 White Bldg., 
Seattle, Wash 

Cirele No, 252 on Coupon, page 110. 


Padlocks. Padlocks to meet every 
need are described in a completely 
new 20-page catalog (No. 56) now 
available. Various styles and sizes of 
all Master Padlocks are arranged in 
a unique manner; actual size illustra- 
tions of the company’s entire line are 
shown, Included for the first time is 
a section on special long shackle pad- 
locks. Master Lock Co., Dept. AL, 
Milwaukee 45, Wis. 


Cirele No, 255 on Coupon, page 110 


Cork and Vinyl Cork Tile. New 
maintenance booklet gives concise in- 
structions on how most easily to main- 
tain Dodge flooring products. Sepa- 
rate pages are devoted to standard 
cork tile, SG finish cork tile and vinyl- 
cork tile, each of which requires a 
slightly different maintenance pro- 
cedure, Copies are available on re 
quest. Dodge Cork Co., Inc., Dept. AL, 
Lancaster, Penna. 

Cirele Ne. 254 on Coupon, page 110, 


Windmaster Fans. A_ two-color, 
four-page brochure describes Conso 
Windmaster attic fans and Conso 
Windmaster wall exhaust fans. It 
presents various models and gives full 
installation instructions. The complete 
line is factory pre-tested for assured 
dependability. Consolidated General 
Products, Inc., Dept. AL, P.O. Box 
7425, Houston 8, Texas. 

Circle No. 255 on Coupon, page 110. 


Thor Tools. The company’s com- 
plete lines of SpeedTools for use in 
the building, construction and home 
workshop fields are illustrated and de- 
scribed in a new SpeedTool catalog. 
Typical page of the catalog shows ac- 
tual photographs of Thor tools with 
complete descriptive matter and spec- 
ifications on the tool and its related 
models. Included are Thor drills, 
grinders, saws, sanders and polishers, 
Thor Power Tool Co., Dept. AL, 
Aurora, Ill. 

Cirele No, 256 on Coupon, page 110. 


Forged lron Hardware. A reference 
book (Catalog No. 11) describes and 
illustrates McKinney forged iron 
hardware for interior and exterior 
residential use. Specification data 
such as number, length, width, etc., 
is included. Forged iron door pulls, 
knobs, cabinet and door latches are 
reviewed in full detail. A _ price list 
is also available. McKinney Mfg. Co., 
Dept. AL, 1715 Liverpool St., Pitts- 
burgh 88, Penna. 


Cirele No. 257 on Coupon, page 110 


Blueprint Reading. Entitled “Build- 
ing Trades Blueprint Reading, Part 
1,” a new and improved edition of this 
basic text covers structural details, 
working drawings, elevations, plan 
views, definitions, conventions and 
abbreviations, dimensioning and scal- 
ing, survey and plot plans and re 
gional variations. Included also is a 
series of nine, self-administering trade 
competency tests. The price is $2.75. 
American Technical Society, 67 
AL, 848 East 58th St., Chicago 37, IIl. 


Circle No. 258 on Coupon, page 110. 


Hydraulic Adjusting Control. Speed 
lift bulletin (SL 566) describes many 
unique features of this new portable 
power belt conveyor. Featured in this 
bulletin are operational features, ad- 
vantages and ease of adjustment 
given the Speedlift by its newest fea- 
ture: the hydraulic adjusting control 
unit. The bulletin also gives complete 
specifications and performance capa- 
bilities. Speedways Conveyors, Inc., 
Dept. AL, Speedways Bldg., Buffalo 
13, N. Y. 


Cirele No. 259 on Coupon, page 110. 


Insulating-Building Boards. “How 
to Use Homasote” in new construc- 
tion and modernization is the theme 
of the revised Homasote handbook. 
Homasote insulating-building boards 
for sheathing, siding, roof decking, in- 
terior walls and underlayment are de- 
scribed in all their properties and in 
100 uses. Some 25 major topics deal 
with practical problems of building 
Homasote Co., Dept. AL, Trenton 3, 


Circle No. 260 on Coupon, page 110. 


Window Care. “The Care and Clean- 
ing of Aluminum Windows During 
and After Construction” is the title 
of a new 16-page booklet prepared as 
a service to the building industry. It 
details simple procedures to guard 
aluminum window finishes during 
handling, storage and _ installation. 
Also, basic information on how to 
clean and maintain aluminum win- 
dows, as well as how to restore the 
finish of windows. The Aluminum 
Window Manufacturers Association, 
Dept. AL, 75 West St., New York 6, 
N. Y. 


Cirele No. 261 on Coupon, page 110. 





Trade Mark 


Registered 





PONDEROSA PINE — SUGAR PINE 


WHITE FIR 


DOUGLAS FIR 


INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 
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FREE WALL CHART 


to help you sell 


BESSLER 
DISAPPEARING 
STAIRWAYS 


easily... 
quickly... 
profitably! 


Here's a real 24-hour-a- 
day salesman for the fa- 
mous line of Bessler Dis- 
appearing Stairways. Hang 
it anywhere in plain sight, 
FREE CATALOG for ready reference by you 

AND and prospects. Seven Bess- 
WALL CHART ler models to meet any 
home building or remod 
eling need, 





Gives you complete 
handy reference data 
on entire Bessler line, Millions of Bessier units 
for quick selling or now in use. Millions of 
application to any homes, outbuildings, of 
stairway job. Write fices, commercial establish 
for it now! Also ask ments need this efficient 
for FREE wall chart stairway. There's a big 

market for you in your 

community! Popular prices! 


BESSLER DISAPPEARING STAIRWAY CO. 
1900-B East Market Street, Akron 5, Ohio 
Circle No. 65 on Coupon, page 110. 





SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities flooring, lath, cement to proper height 
for loading materials into car or truck. Two types 
No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No. AL, 
Dept. U-7. 


STANDARD CONVEYOR CO 
General Offices 
North St. Paul, Minnesota 
Sales and Service in 


RAVIT 0 
Principal Cities ve ¥ & POWER 


CONVEYORS 





a 








" Z , 


\ 7 McCloud Lumber Co. 


900 First National-Soo Line Bullding 


MINNEAPOLIS 2, MINNESOTA 


\ 


Selling the Products of 
The McCloud River Lumber Co. 
McCloud, Calif. 


WESTERN 
SOFTWOODS 


PONDEROSA PINE 
SUGAR (Genuine White) PINE 
DOUGLAS FIR, WHITE FiR 








Circle No. 67 on Coupon, page 110. 
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SATISFYING * 
CUSTOMERS 


7 
ff BEECH © PECAN \ 
‘ Hardwood Flooring 4 


ne atche A 
IT SELLS a afatngnens 


on QUALITY! 


Choice timber, carefully manufactured and graded into 
first-quality flooring, gives you a flooring line in Mt. Vernon 
brand that is hard to beot. For years it has performed 
dependably——-with no deterioration or loss of beauvty—in 
any of three species, This reputation for quality will stand 
you in good stead, with customers and sales. Ask about 
NOFMA-certified Mt. Vernon brand flooring today 


Also BAND SAWN HARDWOODS. Write or calil— 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabomea 


Circle No. 68 on Coupon, page 110. 











Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 

Rates. 

1 Time — 2c per word tor each insertion. 
Minimum charge of $1.08 per line. 

© Times — [Se gor weed fav cue consventies 
msorion. Minimum charge of 7: 
per 


Add $1.50 insertion for blind ads bearing 


Ne agency commission er cash discount 
allewed. 


All ede tor ciqasibed section oun bo Pub 
liaher's y va s preceding date publi- 
cation. yorlacmaae ase set in uniform 6 
—_ i" 


hacd 





HELP WANTED 





Opening available to experienced estimator 
or estimator with Drafting experience. Can 
buy into this profitable retail lumber yard 
with general Contr. Div. Address Box P-21 
American Lumberman, Inc. 


LUMBER SALESMAN —Terrific fast rowing 
territory open for an enthusiastic, capable, ex- 
perienced Retail Lumber and Building Mate- 
rials Salesman to call on contractor trade tor 
concern doing over 3 Million Dollars annual 
volume in central New Jersey. Only high earn- 
ing individual of integrity need apoly. Salary 
and Commission. Address Box P-22 American 
Lumberman, Inc. 





YARD MANAGER 





No cuts er special 


pom forwarded without additiene! charge. 
Count five words to @ line and when less are 
or used, regular line rate is charged. 


Whee answering box b or iling copy 
lor ads address them to: 


AMERICAN LUMBERMAN, INC. 
196 N. Clark &t., Chicage 2, Ill. 








HELP WANTED 





MILLWORK DETAILERS AND BILLERS 
Wanted » Ag me custom millwork -_ 
seria of Archi iw 7 rk foi 

re chitectura eodwork for 
dings, Smee. schools, etc. pee 

egarding experience, 

age, salary, svailability” and « sample of 


Sovnes. | when ge ym 
i cae ment and excellent wor con- 
y Box No. K-49 American Lumber. 








og Ine. 


MILLWORK ESTIMATOR 
Unusual opportunity offered te man of good 
wi , 





Outstandi opportunity available for quali- 
fied man, Yard management of at least ten 
men in experience essential. Must be able to 
sell profitably in competitive market. Must be 
ambitious, aggressive and creative. College 
education preferable. Married man age 25 to 
45. Living in Upper Midwest. 


commensurate with proven ability. 
Profit sharing and quarterly incentive bo- 
nuses. Group insurance and retirement pro- 
gram. Excellent opportunities for advance- 
ment if successful. Please explain why you 
believe you can qualify. 


Salary 


Address application to: Aberdeen Division, 
Thompson Yards Branch, Weyerhaeuser Tim- 
ber Company. Box 940, Aberdeen, South 
Dakota. 


Sep an experienced man in estimating, 

blue print cepdien and millwork. Location in 

northern Indiana. Must be aggressive and 

capable of handling counter trade. Please 

state experience, age, references and avail- 

ability. All replies confidential. Address Box 
P-23 merican Lumberman. Inc. 


SALES 5 PROMOTION. DEALER RELATIONS 


We are a large national trade association, 
representing building product manufacturers. 
One of our programs, directing sales promo- 
tion to the dealers of the industry, has now 
grown to the stage where a bright young man 
is ded to help us expand. The man we 





architectural wosdwork concern specializing 
in custom millwork, Must be competent, re- 
hiable, under 50 years of age, knowledge of 
Seat Book “A” "elplul but not essential. 

peeey te start $7000.00 per year plus other 
benefits. In replying state @ rience, qualifi- 
cations, when a an aie 
Reply Box M.55 American Lumberman, 


DETAILER AND BILLER 
pha Special Millwork Company wishes to 
employ experienced Draftaman who can make 
details and bill into Mill. None but competent, 
sober man need apply. Address Box N-42, 
American Lumberman, tne. 





WANTED: Experienced estimator who can take 
olf material bills from house plans and speci- 
fications, This position can lead to part owner 
of business. Address Box N.49 American Lum- 
berman, Inc. 


WANTED WHOLESALE LUMBER SALESMAN 
with customer following to call on retail lum- 
per dealers and industrials. Prefer to discuss 
by accounts instead of specific territory. Large 
po a yard and warehouse inventor — 
pplement carload sales. Liberal profit « 

ie plan. Write stating experiences, age, rel 
erences. Replies strictly confidential. Empire 
Wholesale Lumber Company—Akron, Ohio. 


Retail lumber yard in northwestern Indiana 


want has probably been selling a building 
product to dealers for several years and 
would like to move into the promotion side of 
the business. Knowledge of the construction 
industry and distribution of building products 
would be most helpful but not essential. He 
must be free to travel, conduct dealer meet- 
ings, sell ideas, and explain local dealer 
tie-ins with national programs. This is an un- 
usual opportunity for the right young man to 
demonstrate his talents and advance in re- 
. onsibility and financial reward as he and 

© program ad a together. Please furnish 
coalneal background, experience and salary 
requirements. Address ox P-24 American 
Lumberman, Inc. 





SITUATIONS WANTED 





SITUATION WANTED 


Lumberman, wants to relocate, 20 years ex- 
perience in retail and wholesale olfice and 
ard operation. Address Box N-54 American 
Lumberman, Inc. 





Lumberman, 28, with 6'/, years experience, 2 
years as Manager of retail yard, would like 
to relocate, preferably in western Oregon. 
Do not drink or smoke. Address Box P.-28 
American Lumberman, Inc. 





BUSINESS OPPORTUNITIES 





will be needing a young man ——, in 
general office work and handl oun 
trade. Excellent opportunity for an energetic 
and ambitious young man. Please reply in 
your own +: te to Box N50 American 
umberman, Inc. 


LUMBERMAN 


Because of our expanding operations in South- 
ern Connecticut we need a lumberman with 
sufficient experience especially in inside sell- 
ing. The opportunities at present with our 
company are excellent. We would also con 
sider at this time @ man with managerial 
experience for our branch yard. Please write 
stating age, salary requirements and refer- 
ences. Address Box P American Lumber 
man, Inc. 
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DOUBLE YOUR BUSINESS with inexpensive 
pewanqner Classifieds! Clever business stimu- 
lators om tl te ‘oe Free trial. Simon, 
Box 87-ALI Pelham, N. Y. 





SALES REPRESENTATIVES 
WANTED 





MANUFACTURER'S AGENT 





SALES REPRESENTATIVES 
WANTED 





Manutacturers Representatives calling on lum- 
ber and building products wholesalers and 
retailers will benefit by sending in their names 
for incl in our list of og 


usion 
Agents. Address erman, ine. Service 








SALES REPRESENTATIVES WANTED 


Manuiacturer’s representative for one of the 
country’s oldest millwork houses to sell the 
retail lumber dealers, building supply firms, 
etc. Men needed for states of Georgia, Florida, 

T , and Kentucky. Please 
a Box N-45, c/o American Lumberman, 
Inc., with complete details, including products 
you are now 





NEW DO-IT-YOURSELF JALOUSIE 
PORCH ENCLOSURE 


Natural sale to “umber and Building Supply 
Dealers, Distributors and holesalers. ka. 
vertising Support. Immediate delivery. Can 
handle non-competitive products. Ideal Alumi- 
num Products Co., 39 East 19th St., Bayonne, 
New Jersey. 


Manufacturer's Agent—to sell contact cement 
for adhering Formica, Consoweld, Micarta and 
other plastic laminates. Adhesive Products Cor- 
poten. 1660 Boone Avenue, New York 60, 


Manulacturer's Salesmen & Representatives 
for leading Manufacturer of Nationally Adver- 
tized Prime Aluminum Horizontal Slidin Win- 
dow. Prefer experienced men with established 
contacts in the building materials distributors 
and contractors field. Excellent remuneration, 
Non Contributory Pension Plan, etc. Excellent 
opportunity to — with fast expanding or- 
ganization. Send resume or see: 


Mr. George Green 
Benada Aluminum Products Company 
Division of Textron, Inc. 
39 James Street 
Girard, Ohio 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 


1000 Good Serviceable 
Kiln Trucks in stock 


M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 
Fr Park Bidg., Pittsburgh 22, Pa. 


05 Lake Street, Reno, Nevada 





STEEL RAILS 
16%, 20%. 25H, WH. IH, 40% and heavier. 


STEEL CORPORATION 
Virginia 


MIDWEST 
518 Dryden St., Charleston, West 





MANAGEMENT SERVICES 





MOW BIG A STORE FOR YOU? 


Our personal survey and market analysis can 
te you the answer. Includes —-— size, 

ventory gg Cc esign and 
opeincomna, service - Weele Wise 
Company, 6 W. Ontario, Chicago 10, Illinois. 








MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
Minneapolis, Mina. 





SERVICE FOR SALE: 30 years experience in 
Lumber, Pi were and related items, Mould- 
ings, Oak , etc. Cypress, Yellow Pine, 
etc. Boats, = mi-retired wholesaler and 
with big and smal] mill connec- 





te handle line of nationally advertised p 
q@ and compounds. inte ye 
cellent territories 4 Inquire Box yas 
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tions o—— By requirements to quote for 
7 + 
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BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





CALIFORNIA LUMBER YARDS 
POR SALE 


Advise amount you wish to invest; also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers fer over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15. 


ine _ interested in a good retail lumber 

uilding supply business that will net 
$1. G00 or more per month, above all expenses, 
from the start, with plenty of room for expan- 
sion. Then see this one, located in th 
Central Ohio, in the center of one of the 
richest farming areas. 


E. M. Koryta Company 


National City Bank Building 
Cleveland 14, Ohio 


FOR SALE 


COMPLETE MODERN Woodworking sho 
presently engaged in manufacturing Hard- 
wood Wall Paneling, Mouldings, Door Jambs, 
and Colonial Plank flooring. A successful 
business with fine customers and guaranteed 
supply of raw materials. Approximately 15,000 
feet of floor space. Located in small North- 
eastern Ohio town. Address Box P-25 Ameri- 
can Lumberman, Inc. 


Builders net, paint and coal business 

00,000.00 annual gross sales, showing ex- 
cellent profit. 4000 population in good farming 
area Michigan. Will sell equipment and in- 
ventory and lease buildings or will sell com- 
plete. Reason for selling. other interests. Ad- 
dress Box P-26 American Lumberman, Inc. 





OLD ESTABLISHED LUMBER AND BUILDING 
SUPPLY YARD. Farming, industry and Lake 
Resort area, town of approximately fifty thou- 
sand population in Western Kentucky. Reason 
for selling—death of owner. Write Box P-27 
American Lumberman, Inc. 


FOR SALE 


Yard in eastern Nebraska town, located in 
rich farming community. Comparatively smal! 
investment will handle er wishes to re- 
tire. Box N-46, American Lumberman, Inc. 


FOR SALE: Retail Lumber and Coal Yard in 
northern Kentucky. Conveyors to dump truck. 
Good profitable yard. Will inventory. Address 
Box N-56 American Lumberman, Inc. 








Lumberyard in city of $20.00 population. 4\/, 
acres with Railroad siding enty of ware- 
house and shed space. Owner wishes to re- 
tire. Wells Lumber Co., Inc., Toledo, Ohio. 





LUMBER & DIMENSION WANTED 





We are in the market oo 12,000’, #2 Common 
Siding, Pattern #105, al Poplar, Bundled. 
Just so it meets with N Rules of #2 Com- 

ee 8S. B. Harward Lumber Co., Livingston, 
enn, 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Deuglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 
Extension Ladder Rails 


Mouldings Cut Deer Steck 
Millwork Blanks Step-Ladder Steck 


Inquiries answered promptly: 


Al Clements Lumber Co. 


P. ©. Box 908 
Eugene, Oregon 


Phone 6-253! TWX £G-043-0 





4 cars 6 Hardwood stacking sticks 3¢ each. 
Gaiennie Lumber, Box 1774, Shreveport, Le. 


3UILDING Propucts MERCHANDISER 


FOR SALE 


We eS be Sen “ater new equipment frem 
Ross and ior sale and immediate 
delive 10H Ress lift truck at 
$078 uydreulie a side shift carriage 60”. Op- 
erator’s guard, 72” forks can be cut dewn te 
any desired width. Lift height 28’. Ross will 
cut down towers if a lower height is required 
for clearance, on the 28’ pistons. Alse avail. 
able: One Ross Model #6 with 16’ tower, ferk 
length 42” standard with 60” extension, hy- 
+ rs and heavy 

counterweights. Price $3. {.e.b. Chicage. 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
cane 14, Til. 


FOR SALE 
1 used 137-M Woods electric 6” moulder, with 
1 set each of 2 round and 4 square heads 
and hoods. This machine purchased used by 
us from large piano company having con- 
stant maintenance contracts on it. We desire 
to sell without having ever installed it. due 
to change in plans. Price: $00.00 
HUSS LUMBER COMPANY 
1350 Fullerton Avenue 
Chicago 14, Illinois 





For Sale—il0 Roll-Off Wagons, 4 Wheels, 4 
Rolls, $25.00 each. 
BISHOP LUMBER COMPANY 


2315 N. Elston Ave., Chicago, Illinois 
Tel: Humboldt 6-0383 


POR SALE 


V-60 Yates Resaw 60” LH—tilt rolls. Practically 
new. Pilot wheel set works for fractional saw 
ing. V-belt drive 75 HP. Six 18 gouge saws. 
Last word for complete unit. $9.1 


HUSS LUMBER COMPANY 


1350 W. Fullerton Ave. 
Chicago 14, Illinois 


FOR SALE 
i—Complete Sawmill] in A-1 Condition. 


2—Headrigs 
Complete Filing Room Equipment. 


1—Resaw 

2—Edgers 

1—Air Trimmer 

i—Slasher 

1—Complete set of Live Rolls and 
Transfers 

1—Hog with all necessary Conveyors and 
drives : 

1—Filer & Stowell Corliss Engine 

2—G. E. Steam Turbine Generators 

2—Steam Air Compressors 

4—Steam Boilers 

2—Steam Pumps 


LOUISIANA CYPRESS LUMBER CO., INC. 
F. J. GUITEAU, GENERAL MANAGER 
Day Telephones 7687 or 393, 
Night Telephone 7766 
PONCHATOULA, LOUISIANA 
FOR BALE 
1—Complete Planing Mili in A-1 Condition 
1—Band Resaw 
With Motor on Countershait 


1—Double Surtacer 
With Motor on Countershatt 


3—Matchers 
With Motor on Countershatt 


5—Moulders 
With Moter on Countershait 


5—Swing Cut-off saws, Motorized 
3—Circular Ripsaws, Motorized 
2—Band Ripsaws, Motorized 


Complete Filing Room Equipment 


iI—Planing Mill Hog 
1—Complete Blower System 


LOUISIANA CYPRESS LUMBER CO., INC. 
F. J. GUITEAU, GENERAL MANAGER 


Day Telephones 7687 or 393, 
Night Telephone 7766 


PONCHATOULA, LOUISIANA 





USED MACHINERY FOR SALE 





FOR SALE 
1—Complete Machine Shop in A-1 Condition 


1—Planer 


1—Threading Machine 
2—Drill Presses 
1—Steam Hammer 
1—Electric Welder 


Miscellaneous Shop tools and Equipment. 
LOUISIANA CYPRESS LUMBER CO., INC. 
F. ]. GUITEAU. GENERAL MANAGER 


Day Telephones 7687 or 393, 
Night Telephone 7766 


PONCHATOULA, LOUISIANA 


FOR SALE: One (1) Johnson machine to manu- 
facture woven wire SNOW FENCE (weed 
slats) or CORN CRIBBING, together with 
paint, vat, electric motors, winder, ete. Good 
shape. Used last Fall. 


SECURITY FENCE & we. co. 
8701 No. Wth St. 
Omaha. eee 


POR SALE 
HI SPEED SASH CLAMP 


Can be used on sash, frames, metal windows, 
furniture frames, any job requiring speed and 
accuracy. Almost brand new Black Bros. No. 
200 High Speed Pneumatic Sash and Frame 
Clamp. Excellent condition. 

Big Four Lumber Company 


7555 Bessemer Avenue 
Cleveland 27, Ohio 
Diamond 1.4000 


PLANING MILL MACHINERY FOR SALE 


PRICE 

Knight carriage — 3 
Blocks Px: | a Friction drive 

100° Track Drive 25 H.P. Ball 
bearing Motor. 
Berlin Mach. #302—64" L. H 
Band Mill — uses — 8''-9" saws 
Drive Belt 50 H.P. Motor 900 
R.P.M, 
Amer. Mach, #1 Boss 30°'x16" 
timber sizer-—Drive 35 H.P. Motor, 
Feed--25 H.P. Motor. Top head 
25 H.P. Motor. Bottom head-—all 
Belt drive. 
Greelee 7427 seli-teed Rip saw 
size—44'' x68!/,"" Drive elt—20 
H.P. Motor. 
Berlin Mach. #9! 15x86 Planer 
and matcher. Drive Belt. 75 H.P. 
Motor 600 R.P.M. 
Baxter Whitney—30°° double sur 
facer—Round head—sec. corru 
gated feed rolle. Drive V Belt low 
head 25 H.P. Motor. Top head 
Direct Com. 25 H.P. Motor. $1800.00 
Berlin Mach. #34154" Band re- 
saw — L.H. Drive Belt 50 HP. 
Motor 900 R.P.M. $2000 .00 
Hermance — 12" sticker. Drive 
Direct—25 H.P. Motor. $ 600.00 
Berlin Mach. #137 Cir. Saw 
Grinder 3 H.P. S 75.00 
Oliver Mach. Knife Grinder—1 
HP. § 100.00 


§ 200.00 
Hanchett 10° saw Reller and 
stretcher—-2 H.P. Motor V Belt. § 300.00 
Garden City Fan 60° Drive Belt 
25 H.P. Motor § 950.00 


Hanchett #207 Band saw grinder 
—3 HP. 


Bayley Mig. Fan 30” Drive Belt— 

1S z, Motor $§ 900.00 
Garden City Fan 35°’ Drive Belt 

10 H.P, Motor. § 600.00 
Sturtevant 45° Fan Drive Belt 


15 H.P. Motor. § 900.00 


. All Motors 3 Ph-60 Cy-4# Volts— 
Mounted on Rockwood bhases—with starters. 
Prices all F.O.B. cars Chicago 

. It interested come here and see the ma- 
chines operate. 

. Automatic » _ system available for 
100x100 buil 
Reason for coling: disposing of Mill site 
and Yard. 

BISHOP LUMBER COMPANY 
2315 N. Elston Ave., Chicago, Illinois 


Tel.s Humboldt 6-0363 
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WE HAVE YARDS SAVE ON TRANSPORTATION 
AT THESE POINTS OUR NEAREST POINT 

as well as 

TOLEDO, —— WE CAN 


add 


@ALLXANDEF/™ RUSTIC 
@® 
LESTER we Y 


POST and RAIL 
/ pes TYPE PICKET north aurora 6 , illinois 


Rip RESIDENTIAL ' p= re 

wv 7 PRODUCTS CO., Toledo, Onic ™“\ \ ORDER a 
WRITE for CATALOG , } 
MB VA, i. 


—E Se 


Circle No 105 on Coupes. page 110. Circle No, 107 on Coupon, page 110. 





For lasting ‘yk i Pn 611408e BROS. & CO. Ltd. 
choose el BS Sic loe py aa BRAESIDE, ONTARIO, CANADA 


Genvine, WHITE PINE. sts: 
Decorator Styling and Genuine STROBUS) 


Superior Craftsmanship are 


carefully blended to 
bring you the finest in AIR-SEASONED oa WATER-CURED 


overhead doors! Rough or Dressed 


Also some Norway and Spruce 


Capacity 28 million feet annually 
RIDG DOOR COMPANY 

MONMOUTH JUNCTION, N. J Sawmills — Braeside and Temagami, Ontario 
Established 1842 — Member N.A.W.L. 








In ovr complete line, there is a Ridge Door for every home, taste and budget. 








Circle No, 106 on Coupon, page 110. Circle No. 108 on Coupon, page 110. 
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BUILDING PRODUCTS MERCHANDISING 
Reprinted from American Lumberman s 


Over 40 pages of practical new ideas you can put te 
ute today to sell more building materiais. Presents 
case history examples of the merchandising tech- 
niques being used by several dozen tumber dealers 

sales of build 
siding, windows, flooring, hand tools, paint, other 
important Bullding products 


AMERICAN LUMBERMAN, INC 
139 MW. CLARK ST., CHICAGO 2, ILL 
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hardware, roofing and 
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BUILDING PropucTts MERCHANDISER 


HOW TO GET ON THE PROFIT SIDE 
WITH PREHUNG DOOR UNITS 


*Covered by Pat. & Pat. Pending 


You can be the one in your 
area to offer complete pre 
cision Master Prehung Door 
Units (exterior or interior) at 
an unbelievable low cost 


The 


door units is growing rapid 


demand for prehung 
ly and you can be the one 
to develop this business in 


your area 





With Master Prehung Door 
Manufacturing Equipment* 
high speed, trouble free as 
sembly of wood doors, split 
jambs and trim both sides 
be accomplished 
Machines 


can now 
economically 
come pre-set so the first unit 
and every other unit will be 
perfect 
WRITE TODAY for 
complete information. 


MASTER PREHUNG DOOR EQUIPMENT 


Z & K Tool Company 
407 Sand Hill Road, lebanon, Pe 


Circle No. 69 on Coupon, page 110. 





She 1 was a fool when I married you 
Te Sure you were but | was so much in love at the time that 
I didn't notice it 


Sam Schmoe liked his night life and liked to rub it in. Every 
time he stalked out of the house in the evening he would look 
back at his wife and three children and shout, “Goodnight, mother 
of three,” and slam the door behind him 

This went on for some time. Every night he'd walk out and 
say, “Goodnight, mother of three.” This one particular night he 
did the same and called back, “Goodnight, mother of three,” but 
before he could close the door his wife answered, “Goodnight, 


father of one.’ 
* * * 


Middle age is that time of life when women won't tell their age 
and men won't act theirs 


’ . * 


The MAUK Lumber Co. has no monopoly on good lumber, no 
exclusive on serince, no priority on fair price 

However, if you, as a wise businessman, are considering all 
three of these elements together then you should be told told 
that MAUK Lumber Co. ts recognized and accepted as the safest 
single source of building supply, where quality, price and service 
ombine to serve you best 


Do you mean to tell the jury that the defendant stole 
the money from your stocking ? 


Judge 


Cut Yes, your honor 
Judge Did you resist ? 
Cutie How did I know he was after my money ? 


* . * 


Our DFPA HOT PRESS SHEATHING Plant is producing 
three to four cars per day for happy, satisfied customers. We will 
handle your requirements either in mixed or straight cars 


* * . 


Do you Know What Dep't 


Do you know what manners are ; 


\ difficult symphony in B 
natural 
Do you know what poise is? The art of raising the eyebrows 
instead of the roof : 
Do you know what wisdom is? Buying MAUK products and 
letting them sell themselves 


* 


MAUK Seattle Lumber Go. 


Seattie 5, Washington 


ee 
The C. A. MAUK Lumber Co. 
Toledo, Ohio 
Circle No. 72 on Coupon, page 110. 








SALES AIDS 
(begins on page 102) 





Miraplas Selling-Center 

Latest selling-center for new Miraplas wall panel is an 
attractive black wrought-iron rack, which holds the 11 
decorator-approved colors of the new wall covering. The 
manufacturer has chosen four-foot lengths for stocking 
the selling-center. Reasons: They are large enough to give 
the customer a good idea of how the color and pattern 
will look on the wall and they make an easy-to-move dis- 
play. Miraplas Tile Co.. Dept. W-AL, Columbus 6, Ohio. 


Cirele No. 262 on Coupon, page 110. 


Monak Film Bags 

Mopak transparent film bags are now being used to 
cover all Mohawk doors. The Mopak covering is of Vis- 
queen film and is sealed over the door immediately follow- 
ing its final inspection. Moisture, dirt and minor scratches 
in shipment, movement and storage up to the actual on- 
the-site installation are prevented by the covering, it is 
claimed. Mohawk Flush Doors, Inc., Dept. AL, 212 W. 
Ewing Ave., South Bend, Ind. 


Circle No. 263 on Coupon, page 110. 


Silent Salesman 

Sturdily constructed of tubular steel on a raised base, 
the Silent Salesman display occupies 16” x 24” of floor 
space. The display features a miniature working model to 
demonstrate the installation and operation of by-passing 
door hardware. The Acme Silent Salesman is supplied free 
to dealers with an order for 36 assorted packaged sets of 
the new Acme DuaLine or Acme Series 8,000 by-passing 
door hardware. Acme Appliance Mfg. Co., Dept. AL, 35 


S. Raymond Ave., Pasadena, Calif. 
Cirele No. 264 on Coupon, page 110. 


Stanley Tape Rules 

A new metal merchandiser for Stanley tape rules pack- 
aged in free Magna View utility boxes is designed to catch 
the eye of impulse buyers. The manufacturer is offering 
the sunshine yellow merchandiser free with every two 
dozen tape rules. Containing a tray holding 14 Pacemaker 
rules in 6’, 8’ 10’ and 12’ sizes, the merchandiser also has 
four hooks to show similar sizes of 10 Stanley steel tape 
rules, Stanley Tools, Dept. AL, 111 Elm St., New Britain, 


Conn, 
Cirele No. 265 on Coupon, page 110. 


Duo-Fast Decal 
The Fastener Corporation is offering a new Duo-Fast 
Decal as a sales aid. It is available without charge. Fas- 
tener Corp., Dept. AL, 860 Fletcher St., Chicago 14, III. 
Cirele No. 266 on Coupon, page 110, 








What's Your Answer? 
(Questions on page 96) 


Provided a supervised playground for the young- 
sters so they can be amused while their parents 
shop. See article on page 40. 

Duraply. See United States Plywood Corp. ad, 
which appears on page 17. 

Conducts a plumbing class for home handymen, 
which is now in its second year. See article on 
page 46. 

A special one-year written guarantee covering 
material and labor. See article on page 48. 
Hager. See ad on page 20. 

Simulated wall sections are used to show how 
batt, roll and loosefill insulations look when in- 
stalled. Glass faces are applied to the studs in 
the sections showing loose insulation. See article 
on page 60. 

Warp Bros., whose ad is on the outside back 
cover. 

Opened a separate, one-stop Lumber Shopette 
adjacent to its main showroom. See article on 
page 42. 

Skil Corporation, whose ad is on pages 18-19. 
Calking & glazing compounds. See Macklanburg- 
Duncan Co, ad, which appears on pages 14-15. 
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_ ness of the hardware is essential 


for eye appeal and the protective 
finishes to guard against rust and 
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Warp’s 


FLEx-O-GLASS 


Crystal Clear 
Tough as Leather 


GUARANTEED 2 YEARS 
@An All-plastic Window Material 
flexible, durable and shatterproof 
@Crystal Clear—Transmits Ultra-Violet Kays 
rproof Keeps out cold 
To Sew—Seals with hot iron 
hear and tack on for window 
Around Seller—Hundreds of 1 ses 
windows of all kinds, wall protector 
appliance covers, storm window ete 


Warp’s 


WINDOW-TEX 


Cloth Base Glass Substitute 














A Translucent Window Material 


Translucent, weatherproof composition 
bonded to 120 strong threads per « in 
Made by Warp'’s Exclusive Proce 

formerly used on Flex-O-Gla | 

proof and unbreakabl 


Extra Heavy—will last for years 


Warp’s 


Wyr-O-GLASS 


Wire Base Glass Substitute 


Extremely Tough and Very Transparent 


A WIRE BASE PLASTIC GLASS 
@ Tough Galvanized % inch mesh Wire Base, 
drawn ugh and Thin to admit more light 
and Wire imbedded in a cushion 
lust for double ei reing 
@ Plastic glass applied to both sides 
wires inside Everything fused 
@ Solid Weatherproof Sheet No cheap 
mw giue to decompos and—no air pwc 
to trap moisture in Warp’s Wyr-O-Gil: 


@tkvery J 





Warp's 


SCREEN-GLASS 


14x14 MESH WIRE BASE 


Extremely Durable for Long Service 


THE BEST IT I8 POSSIBLE TO MAKE 

Galva zed wire screen cloth 

exceptionally clear waterproc 

which transmits and diffuses 

ultra-violet rays Holds in heat 

n d airtight 

as window screen Cut wit 

and tack up. Ship wt. 3 oz. per 


yrreakable an 


507 


MARK 
UP 





























Warp’s 


PLASTIGLASS 


All Plastic Window Material 
Rugred, Neat and Attractive 


PLASTIC CORDS IN PLASTIC GLASS 


Rugged transpare 
that has exceptic 
mbedded into an 
extra durability. Plaati« 
to seal everything into s 
parent weatherproof 
Lasts for years 


NATIONALLY ADVERTISED PRICES SUBJECT TO CHANGE 


CARRIED BY RELIABLE HARDWARE 





; THE WORLD'S OLDEST AND LARGEST MANUFACTURERS OF A Chi iil 
WARP BROS. COMPLETE LINE OF PLASTIC WINDOW MATERIALS-—EST. 1924 icago St, . 


